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EW ORLEANS—the first and last City of American romance 


—is continually modernizing. 





Notwithstanding the wonderful climate, there has been much 
air conditioning and many fan installations in this City 


during the last few years. 


Hunter has received a generous portion of this business 
and recently The New St. Charles—under the Dink- 
ler management—has standardized on Hunter 


ceiling fans. 


rm] (om) yr . . y 
Hunter Fan & Ventilating Company, Inc. 
Factory: FULTON, N. Y: 
General Sales Offices: Memphis, Sterick Bldg. 
Eastern Sales Office: New York, 92 Warren Street 


Sales Offices: 
DALLAS PHILADELPHIA BOSTON 
DETROIT CLEVELAND ATLANTA 


CHICAGO NEW ORLEANS PITTSBURGH 
ST. LOUIS WASHINGTON 





THE NEW ST. CHARLES HOTEL 
NEW ORLEANS 
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IN THE CAUSE 
OF BETTER SERVICE 


Proper planning enables our Electric Utilities 
to provide their excellent service in time to 


meet the increasing public demand. 


In the same manner, the equipment manu- 
facturers anticipate the demands of every part 
of the plant. This is accomplished by labora- 
tory research. 

Okonite-Callender is always ready with the 


cable equipment to meet new service demands. 





Its facilities, too, are constantly functioning 
Qin the cause of Better Service. 


N 


AN AFFILIATE OF J an yy THE OKONITE CO. 
Executive Office: {ici 7 Passaic, New Jersey 


OKONITE QUALITY CANNOT BE WRITTEN INTO A SPECIFICATION 
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5 Home of Mrs. W. J. Hoarty, Boise, Idaho, one of 
) many homes of various types where Westing- 
g house Water Heaters were proved in actual use. 


22 TY SPE 


From homes like this comes the most powerful selling story ever 
told —a story built on facts. Certified home tests prove 
Westinghouse Water Heaters give Real Hot Water Service — 
EASY, QUICK, CHEAP — just like electric light! Now — for 
the first time in water heater history — laboratory tests are 
backed by Home-proof! 


Home-proved facts pack new punch into your advertising 
and selling, fill your salesmen with new enthusiasm. 


Home-proved facts quickly convert hard-to-close prospects 
into satisfied users and make Westinghouse Water Heaters 
easier to sell! 


Boost your sales and profits now, with the fastest selling, 
most complete line of electric water heaters in the industry — 
the only line you can sell on Home-proved facts! 
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Home-bnoved WATER HEATERS 





Get authentic sales-making Home-proved facts right in 
your own home town! Get scores of good prospects — 
free publicity — added sales-power! The “STEP UP MODERNIZE |g 


ELECTRIFY 


YOUR SALES”’ book tells how. It’s yours if you phone ee) 


your nearest Westinghouse man, or write Dept. 8272, 


Westinghouse Electric and Manufacturing Co., Mans- 


field, Ohio. 


Westinghouse 
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Win valuable cash 
awards in the 
Modern Kitchen 
Bureau’s national 
program. 
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Trip Gis: +++ 


THERMAL TYPE 


Again @ scores with a new product that’s different—the 
@ Thermal Type AC Circuit Breaker that operates with the 
same ease as an ordinary tumbler switch... . It is trip free 
— non-closeable on overloads and short circuits. 


There are two distinct advantages incorporated in this 
newest, exclusive ( development: 


(1) Itassures automatic, positive protection against 
short circuits or sustained overloads. 


(2) It is designed with the proper time lag charac- 
teristics that prevent needless circuit interrup- 
tions when momentary overloads occur. 


The New @& AC Circuit Breaker is specially adapted to range 
and service equipment protection —and light and appliance 
branch circuit panelboards, up to 40 circuits. .. . It is small 
and compact—completely enclosed in a Bakelite housing 
— attractively designed — neat in appearance. 


For 125 volt AC service. . . . Capacities, 5 to 50 amperes. 
.+» Write for full details. 
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CIRCUIT 
BREAKER 





AUTOMATIC TRIP 


AUTOMATIC RESET 


When an overload or short circuit 
occurs the @ Circuit Breaker is auto- 
matically tripped—the tripping action 
automatically causing the handle to 
move to the “OFF’’ position. .. . With 
the same action, the thermal element 
uf the breaker is automatically reset 
—which means that it is only neces- 
sary to return the handle to the “ON” 
position to restore service. 


Frank Adam 


ELECTRIC COMPANY 


ST. LOUIS 
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Better light for more people at lower and lower cost 


April Ist General Electric announces a 
double saving for everyone who wants bet- 
ter light for better sight: First, new brighter 
Mazpa lamps that stay brighter longer and 
give more light than ever before. Second, 
General Electric’s 19th major price reduc- 
tion in 17 years. New low prices on sight- 
saving sizes for homes, stores, offices, fac- 
tories, commerce, and transportation. 


This two-way benefit marks the latest step 


in General Electric’s 60-year program of 
research and development . . . a program 
that is helping to make better light available 
to more and more people every year at lower 
and lower cost. 

Utilities will recognize this double announce- 
ment as an opportunity to help their cus- 
tomers enjoy more and more of the benefits 
of light conditioning. General Electric Com- 
pany, Nela Park, Cleveland, Ohio. 


GENERAL (%) ELECTRIC 





General Electric research and develop- 
ment are constantly at work to increase 
the light output of MazpDa lamps and 
to reduce prices. The above chart shows 
graphically what has been accomplished 
since 1921. Average bulb prices are 
down 70% ... while average efficiency 
has climbed 46% in the same short time. 















Now THAT WE HAVE A 
WIRING PROGRAM 


Arter more than a year of careful study on the part of 
the National Adequate Wiring Committee, the electrical industry has 
been presented with the much desired and needed plan for the promo- 
tion of adequate wiring on a national scale. The details of this plan 
were described at considerable length in the March issue of 
ELECTRICAL SOUTH, and many local and state organizations of the 
industry already have received complete information through the field 
representatives of the Adequate Wiring Bureau. 













Op TIMERS in the industry are pinning no false hopes 
to this program. To some it may appear to be only the revival of the 
industry’s ghost. But they recognize that this promotion differs from 
many attempted in the past. Never before has a promotion of this 
type received the national support which present plans indicate this 
program will receive. Certainly, the comprehensive program of educa- 
tional information and advertising sponsored by the national Bureau, 
supplemented by similar campaigns conducted by local agencies, and 
supported by organization, for selling, by the industry and allied indus- 
try forces, will go a long way toward attaining the objective of selling 
Mr. John Q. Public on the desirability of adequate wiring! 











lr THERE is any single factor upon which the success 
of this program depends it is the whole-hearted support and! cooperation 
of every individual in the industry. The need for the presentation of 
the program and its story to the public at every available opportunity 
cannot be overemphasized. The job of selling the public an idea of this 
nature is a tremendous task and it must not be underestimated. The 
industry has learned this fact through the Better Light-Better Sight pro- 
motion. Although that national campaign received the support of prac- 
tically every utility as well as many other organizations, surveys con- 
ducted in various cities after four years of promotion indicated that the 
public was far from even being completely educated to its story—to say 
nothing of being sold on its objective. 













Tue OUTSTANDING feature of the Adequate Wiring 
Plan is its flexibility. The aim of the Plan Committee was to develop 
a plan which could be used as effectively by the village electrical con- 
tractor as by the well-organized metropolitan electrical league. It is, 
indeed, a credit to the Committee that that aim has been so well 
achieved. The program is essentially a selling plan and only through 
’ the synchronization of the efforts of the entire industry is its objective 
likely to be attained. 
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THe Peopte Wersus 
INADEQUATE WIRING 


adequate wiring would long 

since have been as dead as the 
proverbial dodo bird. But inade- 
quate wiring has apparently thriv- 
ed on such epithets as bottle-neck 
and the more resounding adjectives 
heard in conference rooms. This 
deficient offspring of the electrical 
industry has been parboiled in the 
hot oil of condemnation for lo these 
many years—a procedure, you 
understand, usually restricted to 
the good old family council. And, 
like the phoenix, the culprit has 
arisen and blithely gone his skimpy 
way into millions of American 
homes in every section of the 
country. 

Today, at long last, the entire 
industry is meeting, not to indict 
inadequate wiring again, but to 
prosecute. This time the industry 
is meeting to read an ultimatum 
and thereby serve notice on in- 
adequate wiring that its long 
record of bad practices has earned 
it the title of Electrical Public 
Enemy No. 1. 

That ultimatum is in reality a 
carefully developed and practical 
national plan of action. It is con- 
tained in the Plan Book of the Na- 
tional Adequate Wiring Program. 

In short, wiring inadequacy is 
going to be dealt with adequately, 
by the entire electrical industry, 
and, as Chevalier likes to put it, 
“not next week, not tomorrow—but 
RIGHT NOW!” 


I: HARD names could kill, in- 


Inadequacy On Trial 

We are ready to go. Our job as 
a united industry is to start talk- 
ing about wiring today—and keep 
right on talking until we have con- 
vinced the public that they need 
and want adequate wiring in their 
homes. Inadequate wiring is on 
trial for its life. Every individual 
in every branch of the electrical in- 
dustry has a real interest at stake 
in the successful prosecution of this 


By Herbert Metz 
Sales Promotion Manager, Graybar 
Electric Co., and Chairman, Plan 
Committee, National Adequate 
Wiring Bureau. 


trial. The courtroom is every city 
and town in the country. We are 
the prosecuting attorneys and our 
number is legion. 

At the outset of this the most 
fundamental and important promo- 
tional undertaking of the electrical 
industry there are several things 
to be said emphatically. 

First—we have a real story to 
tell and a real public service to per- 
form. 

Second—we will promote ade- 
quate wiring successfully through- 
out the entire country because it is 
the essential foundation of elec- 
trical service. The public will 
want adequate wiring, when we 
have made people realize its value, 
because they want electrical service 
—and more of it each year. 

Third—we have in the National 
Adequate Wiring Program our 
first truly national, flexible and 
broad-gauge plan of wiring pub- 
licity and promotion, a plan which 
is cognizant of all individual in- 
terests, is suitable for all and, in 
total, will generate such a driving 


force that nothing can stop it. 

The important thing is to make 
a start. It does not matter so 
much what we do, as branches of 
the industry, loca] electrical groups, 
companies or merely as individuals, 
provided we do something. The 
National Adequate Wiring Pro- 
gram offers many things to do to 
many people and groups. It is a 
complete plan of action and pro- 
vides the industry with more than 
thirty carefully developed promo- 
tional pieces. Over and above this 
sales effort is the support of a 
broad and continuing campaign of 
educational publicity directed to 
the public, to builders and archi- 
tects and the entire electrical fra- 
ternity. 


Local Promotion Essential 


In any cooperative effort it is 
the sum total of local operations 


that counts in the long run. A few 
years ago this country was intro- 
duced to a new phase—“‘Committee 
of One.” That was a fundamental 
idea—and it worked. Good organi- 
zation gets down to the individual 
unit. The often heard statement 
that a large circus company is one 
of the best organized groups is no 
mere boast. It is. And it is well 
organized because every individual 
who works in it knows his or her 
job. They have a plan, a schedule 
to meet and the timing is perfect. 

The electrical industry, or any 
large industry for that matter, is 
too complex, too scattered, has too 
many varied interests, to permit 
the building of such a perfect and 
efficient machine. But it has in 
adequate wiring promotion an op- 
portunity to start building now 
for the future—an opportunity that 
is too important to each one of us 
to be overlooked. And it has in this 
same program a common denomi- 
nator that will do much to organize 
the industry to a degree of cooper- 
ative efficiency that has never be- 
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fore been reached. That common 
denominator is the story of ade- 
quate wiring. It is the same story 
for all. Its basis is deeply rooted 
in public service. Its effect will 
be to increase business for every 
branch of the industry. Whether it 
be an electrical contractor, whole- 
saler, utility or manufacturer who 
tells this story matters not at all— 
provided the same story is told and 
told often. In the final analysis 
it is the “Committee of One” idea 
and we know that that works. 


What Can Be Done 


Just in case there are some who 
want to adopt the “what can I do 
about it’”’ attitude, let me hasten to 
point out what has been done about 
adequate wiring within the last few 
months. What would you say, Mr. 
Electrical Man, to the fact that edu- 
cational stories on adequate wiring 
have already reached more than 
16,000,000 readers? And do you 
know that those readers were all 
householders, builders or archi- 
tects? And do you know that there 
are hundreds, if not thousands, 
among that reading audience right 
in your own community? All this 
was done before the Plan Book of 
the National Adequate Wiring Pro- 
gram was even on press. 

Why? For two reasons. First of 





all, those responsible for the de- 
velopment of the national program 
realized the value of initiating the 
educational program as soon as pos- 
sible. Secondly, the editoria] in- 
terest in and support of the basic 
idea of adequate wiring in the home 
was both immediate and 100 per 
cent because editors realized that 
the story of adequate wiring would 
be of value to their readers, whether 
those readers were members of the 
general public or of the building 
industry. 

Here then is the clue to what is 
going to happen to this program. 
It is going places. Soundly pro- 
moted and publicized any new idea 
or new service that is essentially 
aimed at the betterment of living 
conditions is so strong that noth- 
ing can stop it. Adequate wiring 
is just such an idea. 


Use The Slogan 


The slogan of the national pro- 
gram is “Adequate Wiring Serves 
and Saves.” You don’t have to kill 
yourself selling a service about 
which it can truthfully be said 
that it “serves and saves.” But 
you do have to do something about 
it and keep telling people over and 
over again until they know it to be 
true. It may take months and it 
will probably take years, but don’t 
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forget to remind yourself of this 
fact! 

When you have sold the adequate 
wiring idea, adequate wiring will 
sell itself as an essential part of 
electrical service—it would take 
more money and selling force than 
the entire electrical industry has 
at its command to wnsell the public 
on electricity. 


The Industry's Record 


The electrical industry has an 
enviable record of achievement. As 
an industry its future is still more 
enviable for the simple reason that 
the electrical standard of living is 
more and more coming to be the 
accepted standard. The march of 
electrical progress in every field 
of Amerian life is as inevitable as 
the march of time itself. 

I like to look on the launching of 
the National Adequate Wiring 
Program as marking one of the 
most important milestones in our 
industry’s great history. It is an 
almost paradoxical fact that, in the 
development of any great business 
or industry, fundamentals are al- 
ways put aside in favor of the more 
immediate and apparently more 
worthwhile job. New ideas, new 
techniques, new products and serv- 
ices have crowded into the modern 

(Continued on page 17) 


“The public will want adequate wiring, when we have made people realize its value, because they want 


electrical service—and more of it each year,” writes Mr. Metz. 


Crowds such as this one visiting a model 


electric home have only to learn the important relation between adequate wiring and electrical living be- 
fore wiring adequacy will be a reality instead of an objective ee a a ee ern Tine. 














MANY local wiring 

campaigns in the 
South have been par- 
ticularly successful. A 
few of these are de- 
scribed here. In most 
instances these plans 
have been supported 
only by a single group. 
It is obvious that plans 
of this nature, coordi- 
nated with the Na- 
tional Wiring Cam- 
paign and supported 
by the industry, will 
produce results ; 


Washington Has Wiring 
Service Bureau 


HE Electric Institute of Wash- 

ington (D. C.) recently estab- 
lished a Wiring Service Bureau 
for the benefit of the public and 
prospective builder-owners. So far, 
this bureau has depended upon vis- 
itors to the Institute principally 
for its prospects. The bureau has 
given complete information re- 
garding wiring to these future 
owners. Location of outlets and 
switches are shown on the blue- 
prints and recommendations are 
given for adequate wiring sizes, 
circuits and fuse capacity. 

In order to increase the useful- 
ness of this bureau, a new plan has 
just been inaugurated which is 
bringing additional people into the 
quarters of the Institute for in- 
formation on wiring. Through the 
local power company, _ trouble 
shooters are providing a double 
reply postal card to individuals 
who have called for service as a 
result of blown fuses. This reply 
card carries a brief message on 
one half about the need for ade- 
quate wiring and the other half is 
a return card asking for a recom- 
mendation for an adequately wired 
home from the Wiring Service Bu- 
reau. 

The wiring code in Washington 
requires an increase from 30 amp- 
eres to 60 amperes in the fuse 
panel when any additional circuits 
are added. An adequate wiring 
program is being planned for 
presentation to this group of home 
owners who have 60 ampere pan- 
els who are, of course, the owners 
of electric ranges. Since this group 
has adequate entrance capacity, it 
will be a comparatively simple mat- 
ter to interest these people in in- 


SuccessFuUL WIRING 
PROMOTIONS 


stalling the necessary additional 
circuits to give them adequate wir- 
ing capacity. 


Knoxville’s Convenience 
Outlet Campaign . . . 


GOOD example of the ability 

of electrical contractors and 
the local light and power company 
to cooperate in the promotion of 
adequate wiring is to be found in 
the convenience outlet campaign 
conducted recently by sixteen con- 
tractors in Knoxville, Tennessee, 
in cooperation with the Tennessee 
Public Service Company. 

As a result of an intensive sixty- 
day campaign, 1,098 double con- 
venience outlets were installed in 
Knoxville homes. Of course, the 
general canvassing and publicity 
resulted in the listing of many 
good prospects who purchased out- 
lets after the campaign had closed. 
Also, because of the fact that near- 
ly all of the sixteen electrical con- 
tractors who participated were 
also appliance dealers, a large 





PLACES 


FOR HOMELESS PLUGS 


A CAMPAIGN TO SELL AND INSTALL 


1000 CONVENIENCE OUTLETS 


FROM MAY 3 TO JULY 3 


ELECTRICAL CONTRACTORS 


Ano 


Tennessee Fab Service Company 











number of prospects were obtained 
for major appliances as a result of 
this activity. 

Cooperative advertising, carry- 
ing the names of most of the par- 
ticipating contractors, which fea- 
tured attention—demanding copy 
emphasizing the need for conven- 
ience outlets in homes constructed 
many years ago, provided the 

principal publicity 





Tue Ecectaic Institute or Waswincton 


Gentlemen: 


tives. 
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PT siaictitsirtriictaionsens Phone ___ 





some and hazardous condition. 


out obligation or cost to you. 


tion of appliances with an absence of trouble. 





1 would like to have your “free advisory service” on improvements 
to the existing wiring system in my home. I understand there will be 
no obligation on my part either to the Institute or to its representa- 


et ae ee 


No postage is required for mailing this card. 


— eee towne 4 


FUSES ARE SAFETY VALVES 


A BLOWN FUSE may be a signal that a dangerous condition oxists in the 
wiring. Often it is a sign of inadequate wiring. Increased use of ap- 
pliances may have overloaded the wiring to a point where something 
let go. A few changes to the existing system may remedy a trouble- 


The Institute offers a “free service” on wiring problems. Return 
the attached card and our representative will offer his suggestions with- 


Inadequate wiring is like sprinkling the garden with a shampoo 
spray, it is not practical. Adequate wiring will give satisfactory opera- 


channel. 


Ap proximately 
twenty all - service 
salesmen of the 
Tennessee Public 
Service Company 
devoted considerable 
time to direct can- 
vassing and sale of 
outlets, the sales be- 
ing distributed 
among the cooperat- 
ing electrical con- 
tractors for actual 
construction. Each 
all-service salesman 
had a quota of 50 
outlets and most of 
them exceeded it. 

Prices offered 
were from $3.75 for 
one outlet to $11 for 
four first floor out- 








Distributed by service men when fuses are 
blown, this free postage return card used in 
Washington is proving most successful 


lets. Fifty cents ex- 
tra was charged for 
each second floor 
outlet. : 





ELECTRICAL SOUTH for APRIL, 1938 


LOADED CIRCUITS don’t worry FUSTAT users 


Stops needless blowing 


You can load an ordinary circuit right up to 
capacity and yet protect it with a 15 ampere 
Fustat. Its long time-lag keeps it from blowing 
needlessly as when motors start on washing 
machines, refrigerators, oil burners and the like. 

By eliminating needless blowing, the Fustat 
wipes out the only possible excuse for tampering or 
using over-size fuses. Yet the Fustat .; 


Stops overloading of circuits 
The Fustat cannot be replaced with a penny or 
other substitute for the fuse — or with a size too 
large to protect. In fact, side-tracking protection 
in any way is practically impossible without 
destroying Fustat or Adapter and thereby clearly 
showing the user that his protection is gone. 





Fits present fuseholders 
Thru the use of an inexpensive adapter S 
that locks in place, the Fustat fits in any 
standard Edison base fuseholder. 


On new jobs, you can specify that panels, Rom 
switches, etc., be equipped with Fustat bases. 4, Tée 











If additional circuit capacity is needed, users 
cannot readily side-step the issue — at the sacri- 
fice of safety. 

Destruction of circuit wiring is prevented — 
fire hazards are reduced — costly shutdowns and 
expensive repairs are avoided. 


Prevents hazardous burnouts of flexible 


cords — in spite of long time-lag 
The Fustat contains a fuse. The ability of a fuse 
to protect against dangerous cord shorts, grounded 
sockets, etc., is well known. 
The quick action of the Fustat on such dang- 
erous “household shorts” prevents spraying of 
molten metal, starting of fires, burning of users. 


Answers today’s demand for 


trouble-free circuit protection 
What other device than the Fustat can per- 
mit circuits to be loaded to full capacity — yet 
prevent dangerous overloading . . . make safe 
protection remain safe . ; . protect against dang- 
erous cord shorts . . . and eliminate needless 
blows and service interruptions? 


Using Fustats for circuit protection — is just good business 


The F 


Retails at 


(7/55 


in 15 to 30 amp. sizes 


, ee 
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Kansas City Leazue Has 
Active Promotions . . 


OR eleven years the Electric As- 

sociation of Kansas City has 
promoted the Red Seal plan of 
adequate wiring in that city. This 
activity of the association, promot- 
ed by a full time field man, has 
been particularly successful. Sixty- 
four Red Seal electric homes were 
certified during the months of 
November and December, 1937, 
bringing the total number for the 
year 1937 to 323 as compared with 
275 in 1936, an increase of 17%. 
The homes certified under the Red 
Seal plan in 1937 represent 65% 
of the total new homes built. 

The certification plan is getting 
a good start for this year. More 
than twenty Red Seal electric 
homes were certified in January, 
and what is of particular interest 
is the fact that the number of 
outlets in these homes average 109 
each. 

Through a cooperative educa- 
tional program, sponsored jointly 
by the electrical contractors and 
the Electric Association of Kansas 
City, a determined attack is being 
made also upon the _ re-wiring 
problem in the industrial and 
commercial fields. 

One feature of this program is 
the mailing to more than 500 local 
commercial and industrial firms of 
a series of “Before” and “After” 
letters, telling the story of actual 
re-wiring jobs with pictures and a 
minimum of copy. The pictures 
present striking contrasts and 
portray vividly the change from a 
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troublesome and hazardous layout 
co one of simplicity and efficiency. 
The copy is written in terms ok 
user benefits. 

This campaign is largely educa- 
tional in nature. It is expected that 
with business improvement, the 
way will have been paved for some 
real re-wiring jobs as the market 
and need for it in this territory 
are tremendous. Each of the 4- 
page illustrated letters carries on 
the back page a list of the names, 
addresses and telephone numbers 
of the 22 members of the Greater 
Kansas City Chapter, National 
Electrical Contractors Association 


Adequacy Promoted In 
Oklahoma City . . . 


HE OKLAHOMA Gas and 

Electric Company, Oklahoma 
City, sponsored a unique wiring 
promotion last year which cen- 
tered about the figure of Reddy 
Kilowatt, a symbol already well 
known in that vicinity as a result 
of the company’s newspaper ad- 
vertising and other publicity. 

The principal feature of this 
plan was an allowance made by the 
Oklahoma Gas and Electric Com- 
pany to the home builder of one 
per cent of the selling price of each 
Reddy Kilowatt home, to be used 
for newspaper advertising. All ad- 
vertising was first approved by 
the company and it was required 
that it use the Reddy Kilowatt 
seal, 

In order to participate in the 
one per cent advertising allowance, 
however, the home builder was re- 

quired to submit all 





wiring plans and 





electrical contractors, members of the Greater Kansas City Chapter of 


These 

the National Electrical Contractors Association, and the Electric Association of 

Kansas City, are qualified by training and experience to sid you in any phase 
mode 


2 lighting plans for 

approval and ade- 
quacy recommenda- 
tions by the com- 








of electrical 
proved by the Us 


West 14a Strent 405 Power & Light Building 


Kansas City, Missouri 


What a striking contrast ! 


This change occurred in 
building in Kansas City, M 














The Electric Association of Kansas City pany. 


*BEFORE® and *AF 


Note the photos on pages 2 and 3. 


in the basement 
Oo. 


ase, the owner didn't hav he old 

an its seit 38 terally *ta ihe Ae turke ey* to his. 

ndered why and how he he out so 

long conden a pats rnized layout. 


How is your own service and equipment? Are you 
are getting full value on your investment and operating 
osts? 


ot! You can find out 
losed posta al. Ther rei 
cor inte stry is glad to render r thi 
service to you and other users of electricity. 
Cordially yours, 


G. Mm. Nes designated by a 


Soorstenvl manager 


Each builder 
was allowed _ only 
9ne house each 
month in which the 
company participat- 
ed financially but 


- the company pre- 


pared Reddy Kilo- 
watt signs for as 
many additional 
homes each month 
as any builder 
might request. 
Every Reddy Kil- 
owatt home was 


of 3 downtown 





large outdoor sign 
carrying the Reddy 
Kilowatt symbol. 








Within each home, 





FOR YOUR \ 
ELECTRIC 

















Placards such as these were used 
effectively in homes opened for 
inspection. Large outdoor signs 
carrying the Reddy Kilowatt sym- 
bol designated these homes 


open for inspection, small pla- 
cards carrying Reddy Kilowatt 
were used to direct attention to 
the various electrical features. 
Small cards were used to indicate 
the uses of every outlet. 


Made Public Wiring Conscious 


In discussing the results of this 
campaign, A. A. Brown, sales man- 
ager for the Oklahoma Gas and 
Electric Company, said: 

“Thirty-two Reddy Kilowatt 
homes were sponsored by us dur- 
ing the campaign. These were all 
houses built for sale. We have no 
way of knowing how many people 
visited these various homes, but 
we do know this promotion has 
made quite a decided impression 
on builders and architects, as well 
as the general public. 

“In connection with this, we 
contact people who are building 
homes for their own occupancy 
and offer our services in making 
electrical layouts, planning kitch- 
ens, etc. Last year, eighty-six 
electrical layouts were made for 
private home builders. 

“A casual inspection of homes 
being offered for sale indicates 
that builders, while not following 
our specifications rigidly as to 
wire sizes, switches, etc., are cer- 
tainly putting in a great many 
more convenience outlets and also 
better types of fixtures than they 
were a year ago. 

“We therefore feel that the 
Reddy Kilowatt home promotion 
has made the buying public con- 
scious of the need for better 
wiring.” 
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COOLAS A 
DOGS NOSE 
BOSS. ITS THAT 
ONE-PIECE 4 
COPPER THAT 
DOES Ug 


SIMPLICITY IN SAFETY SWITCH DESIGN 
MEANS LESS HEATING 


One-piece copper parts in 
Westinghouse Safety Switches 
assure cool operation at all 
times — there can be no heat- 
ing from loose connections. 
And years of trouble-free 
service are assured by these 
added Westinghouse features: 
Diamond pointed jaws and ex- 
tended blades confine beading 
to points ovtside the contact 


WESTINGHOUSE ELECTRIC & MANUFACTURING CO., EAST PITTSBURGH, PA. 


areas ... the “De-ion” feature 
on all Westinghouse 575 and 
600-volt switches quenches de- 


structive arcs almost instantly. 


All commercial types and 


ratings. Call your local: 
Electrical Wholesaler 


Motor Dealer 
Industrial Agent 
Electrical Contractor 


YOU SAID IT JOE. 
NOTHING BUT 
WESTINGHOUSE FOR 
ME FROM NOW ON 
AND THEY'VE SURE 
LICKED BEADED 
CONTACTS WITH 


THOSE DIAMOND 
POINTED JAWS, 


The exclusive West- 
inghouse diamond 
pointed jaw confines 
the bead to sections 
outside the contact 
area, sections which 
do not normally 
carry current. 


J-20518 











A\DEQquaAcy IN INDUSTRIAL WirING 
Sold as an Investment 


Can Be 


HE BIG job for every elec- 
trical contractor who does 
industrial wiring is to 
prove that money can be saved 
year after year long after the 
wiring is installed when more 
money is spent to make that wir- 
ing adequate. If the management 
realized that dollars were being 
wasted continuously because 
they tried to save a few dol- 
lars on the original installation, 
electrical contractors would not 
need to even try to sell better 
wiring — industrial executives 
would demand it. 

Perhaps the electrical indus- 
try is to blame for not properly 
and emphatically conveying the 
facts about the evils of inade- 
quate wiring to the executives 
who are responsible for spending 
the wiring dollar. There are rea- 
sons why this has not been done, 
the first being that few electri- 
cal contractors, lighting special- 
ists and others interested in wir- 
ing actually know the facts re- 
garding these losses. Another 
reason is the grave error of 
using the National Electrical 
Code as a wiring standard rath- 
er than a safety guide as it is 
intended to be. Another is the 
lack of selling ability on the 





By Roy A. Palmer 


Iluminating Engineer 
Duke Power Co., Charlotte 


part of the individuals who con- 
tact mill executives. Compe- 
tition is usually blamed for this 
situation but if a thorough 
knowledge of wiring and its re- 
lation to costs and results of op- 
erating the factory lighting sys- 
tem is acquired, that knowledge 
can be used as a tool to overcome 
competition. 


Comparing Relative Costs 


In order to have available 
first-hand information on the 
losses and costs of various wir- 
ing systems, specifications were 
prepared for wiring a steel rein- 
forced concrete building 60’ x 160’ 
with 20’ x 20’ bays and a 12’ ceil- 
ing. Six conditions or systems 
were specified and the plans and 
specifications with an _ estimate 
form submitted to the contrac- 
tors. Bids were secured on sys- 
tems having 100, 150, 200, 300 
and 500 watts per outlet respec- 
tively with a maximum 2% vol- 
tage drop and, to secure a typi- 
cal case, the bidders were asked 
to submit prices on a system 


using 300 watts per outlet with 
no consideration of voltage drop, 
merely meeting National Electri- 
cal Code requirements. A sum- 
mary of the average costs are 
shown in the accompanying ta- 
ble. (See page 17.) 

It is obvious that 100 or 150 
watts per outlet will not provide 
adequate illumination for manu- 
facturing processes, but there 
are, nevertheless, many areas 
wired for no better lighting than 
this and for the purposes of our 
study, bids were asked on these 
systems. 

It is interesting to note that 
wiring for higher capacities does 
not raise the cost in the same 
ratio as the increase in capacity. 
For example, a 50% _ increase 
from 100 to 150 watts per out- 
let did not increase the cost 50%, 
but only 6.6%, tripling the ca- 
pacity brought only a 36% in- 
increase while five times the ca- 
pacity (500 watts per outlet) 
cost only 66.6% more. 


Overloaded Circuits Expensive 


If the building had been wired 
for only 100 watts per outlet it 
would not have been long before 

(Continued on page 16) 


The wire duct, shown at the left leading from the panel, 
is an excellent method of providing for economical changes 
in the future. The duct can be opened easily, facilitating 
additional wire capacity when larger lamps are required. In 
the plant shown below, conduit is imbedded in concrete 
making rewiring extremely expensive and difficult. Provis- 
ion for the future is a good investment : ‘ 
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CON SECTORS 


HERE ARE A FEW POPULAR VES ~~ SPECIFY THEM. . - CONFIDENTLY! 


INSULATED SERVIT 
TYPE PGK 


- GUTTER - 
jeunes Gees Mine INSULATED TAPIT —TYPE PG TAP —TYPE QP 


BURNDY 


e* * 


PIPE GROUND —TYPE GWB 


VARITAP —TYPE VT FLEXIBLE COPPER BRAID —TYPE BB 


QIKLUG —TYPE QA BUTTIN —TYPE KP 


WRITE FOR CATALOG 


BURN DY (2) iiissasr, wow youn, nx 
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APPLIANCE CORDS «- FLAME PROOF WIRES and CABLE « MAGNET WIRE «+ BARE Wi! 


iia. % ae <a Ba foes 8 8S 4 or 
ws a ww. Mee eS ey 
y eo : : Bae alt. y- Sie 

4 _ aw ‘3 ar 34 . F 


LAMP CORDS 
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JULIA LATHROP HOUSING PROJECT, CHICAGO, ILL. 


Represented here is one of 
the largest Government low 
cost housing projects, com- 
pleted in recent years, using 
millions of feet of CRES- 
CENT ENDURITE Rubber 
Insulated Building Wire and 
Cable conforming to Federal 
Specifications JC-106. 


It is on such low cost, highly 
competitive jobs that the 
uniformity, excellence and 
easy fishing quality of CRES- 
CENT Wire fit perfectly 
into the picture, providing 
low cost installation and, at 
the same time, a guarantee 


CRESFLEX NON - METALLIC SHEATHED CABLE 


METALLIC and NON-METALLIC * PARKWAY CABLES#PSES 
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RNISHED CAMBRIC CABLES - RUBBER INSULATED POWER CABLES - 
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Electrical Contractor: 
Wadeford Elec. Co., Chicago, Ill 


of a profitable return to the 
contractor. Using CRES- 
CENT puts you in a position 
to effect definite savings no 
matter what size the job, 
even under the most diffi- 
cult installation conditions. 
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CRE SCEN T 


TRENTON \ — /NEW JERSEY 


SOUTHERN REPRESENTATIVES 


ATLANTA, GA. 
Edgar E. Dawes == , } 
A-4 Rhodes Bldg. Annex 4f Rta, — 
a . i 4 ° <p oa Ee} a us 
DALLAS, TEX. NEW ORLEANS, LA. ‘ : } ; 


Royal Smith Paul Hogan, Jr. 
912 Commerce St. 1907 Jefferson Ave. 
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ESHPRESCENT ENDURITE SUPER - AGING INSULATION + SERVICE ENTRANCE CABLES 
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the demand for more light and 
150-watt lamps would be justi- 
fied. This would still not satis- 
fy the demand and sooner or 
later 200-watt lamps would be 
used. The circuits would be load- 
ed to the point where fuses could 
be expected to blow, resulting in 
inconvenience, slowed-up _ pro- 
duction, perhaps spoilage and 
other unsatisfactory occurrences. 
In addition, the voltage drop 
would reduce the light output of 
the lamps materially. The watt- 
age operating them will not have 
dropped in the same ratio, there- 
fore, each foot-candle of illumina- 
tion delivered is costing more. 

The use of 300-watt lamps 
would be more typical in a well- 
managed plant today. The illumi- 
nation when lamps are burned at 
normal voltage would be over 20- 
foot candles. 

The differences resulting from 
adequate wiring as compared to 
merely meeting code _ require- 
ments is interesting. 

In system 4 the voltage drop 
was limited to 2% requiring the 
use of No. 10 wire in branch cir- 
cuits. The outlets were wired 4 
to the circuit making a total of 
24 circuits. The average length 
of these circuits was 75 feet or 
150 feet total length of wire. For 
purposes of our study, we assume 
that the lamps burn five hours 
per day for 300 days, or 1500 
hours per year. We also assume 
that the four 300-watt lamps at 
120 volts consume 10 amperes al- 
though in the case of the No. 14 
wire this is not exactly true be- 
cause of voltage drop. 


Heat Losses Considered 


The wattage lost in heat in 
overcoming resistance in No. 14 
wire is not generally considered, 
but is quite an item and should 
be charged against the cost of 
operation. The resistance of 150 
feet of No. 14 wire is 0.386 ohms. 
Calculating the heat loss (1sR), 
(10 amps)2 x 0.386 ohms = 38.6 
watts. The yearly loss per cir- 
cuit is 1500 hrs. x 38.6 watts = 
58 kwh. 

In the case of the No. 10 wire 
used in system 4, the resistance 
of 150 feet is 0.153 ohms. The 
12R loss amounts to 15.3 watts 
per circuit. The loss for the 1500 
hrs. use per year amounts to 23 
kwh. 

By using the larger wire we 
save 35 kwh per year per circuit. 
At 2c per kwh this amounts to 
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This chart illustrates graphically 
the rapid increase in the cost of 
lighting as voltage is decreased be- 
low the labeled voltage of the 
lamps ao ae oh 


70 cents per circuit or a total 
of $16.80 per year for the 24 cir- 
cuits. 


Losses Pay Difference 


The difference in cost between 
using No. 10 instead of No. 14 
wire was only $111.00 more. It is 
usually considered economical to 
make an additional investment if 
it will pay for itself in six years. 
In this case the saving in heat 
loss alone will do this, but the 
savings in the cost of light, loss- 
es in feeders which were not con- 
sidered above, will amortize this 
added investment much sooner. 

Only a one story building has 
been considered in this specific 
case. Obviously, when a larger 
factory building is considered 
the loses are correspondingly 
greater. If we consider our build- 
ing to be four stories high, with 
only 100-watt lamps in each out- 
let, the loss in the feeders meet- 
ing Code requirements might 
easily be 10% _ greater than 
would the cable designed for 
adequacy when 80% of the con- 
nected load is turned on. In such 


'a building it is not at all un- 


likely that this load would be 
turned on 44 hours each week. 
This may be true even when the 
mill or factory is operated only 
in daytime since the illumination 
from daylight falls off so rapid- 
ly as the distance from the win- 
dows is increased that artificial 


light is necessary. Again is it 
hardly necessary to point out 
that the 100-watts per outlet are 
still not sufficient for present 
day standards, but this is a typi- 
cal case of even a poorly lighted 
building suffering losses. 

Assuming 44 hours operation 
per week, at 2 cents per ktwh, the 
cost of 80% of the 30.72 kw load 
would be $1351.68. In less than 5 
years a loss of 10% or $135.00 
per year would pay for the addi- 
tional cost of the larger feeders. 
It must not be forgotten that the 
voltage drop between the feed- 
er distribution panel and the 
branch wiring panels is only a 
part of the loss for the drop in 
the branch circuits must also be 
considered. 

The losses resulting from poor 
distribution systems are not lim- 
ited to the effect of voltage drop. 
A poorly designed system may re- 
sult in costly shut-downs. It is 
usually when a mill or factory is 
working at full capacity when 
light is needed seriously and con- 
tinuity of service is_ essential, 
that fuses blow and perhaps oth- 
er troubles occur from overload- 
ing circuits. It is at such times, 
too, when there is a demand 
for additional illumination and 
larger sized lamps are _ substi- 
tuted, quickly loading up the cir- 
cuits beyond their capacity. 


Voltage Drop to be Considered 


been too 
lightly dismissed even by engi- 


Specifications have 


neers with the phrase “. . . all 
work shall be done in strict ac- 
cordance with all state, city and 
underwriters’ codes.” Wire sizes 
specified by most codes are for 
a specified load irrespective of 
whether the length of the run is 
10 feet or 200 feet. Adequacy de- 
mands that circuits be calculated 
on the basis of voltage drop not 
alone for the present intended 
load, but for a possible future 
load. Every contractor can read- 
ily point out dozens of jobs which 
have been rendered unsafe and 
uneconomical because of de- 
mands for more_ illumination, 
more or larger motors and other 
equipment. Provisions for future 
requirements not only make for 
greater volume of business, but 
make an excellent investment for 
the factory or building owners. 

One of the losses which is lit- 
tle appreciated on the part of 
plant executives is the decrease 
in light output of lamps. A lamp 
burning 10% below its labeled 











voltage gives only 69% of the 
light it should produce at normal 
voltage. With this 31% loss 
of light, the wattage has dropped 
only 15%. Thus the cost per foot- 
candle of light in the plant has 
increased. It is not uncommon to 
find much greater than 10% 
drop in voltage due to the poor 
wiring alone. Even where a well- 
designed system of lighting has 
been installed a poor wiring system 
may cause a loss in illumination 
that is not only uneconomical in 
operation, but also costly from the 
standpoint of lowered efficiency of 
employees, lessened production and 
increased spoilage. 


Code Not An Adequacy Manual 


A wiring system should be 
carefully designed because it 
will save money in the future and 
make for immediate and contin- 
uous economy in operation. Be- 
cause of lack of knowledge, com- 
petition, and a demand for cheap- 
er wiring on the part of the 
building owners, the owners 
principally, but all of the elec- 
trical industry as well have suf- 
fered. It is a reflection on the 
industry that such _ conditions 
have been allowed to exist. Much 
has been said and written about 
wiring but unfortunately most of 


it has been limited to the codes. . 


The codes are a very essential 
part of the industry but mini- 
mum requirements should not be 
set up by electrical men, engi- 
neers and architects as_ stand- 
ards. They should be relegated 
into the background as a watch- 
ful guard for the protection of 
life and property while adequacy 
standards are vigorously and 
constantly promoted. Thus the 
best interests of the public will 
be served and the wasteful mil- 
lions of dollars paid by that pub- 
lic will be saved while contrac- 
tors, jobbers, manufacturers and 
utilities gain through greater 
sales of their products. 

The new Wiring Manual will as- 
sist immeasurably in helping the 
industry to more intelligently de- 
sign, promote and instal! wiring 
that will eliminate these insidi- 
ous losses to the consumer and 
the electrical industry. Perhaps 
because wiring is generally con- 
cealed and lacks romance and in- 
terest, the various groups in the 
industry have neglected to pro- 
mote it properly. But the losses 
accruing to everyone concerned 
are not to be taken lightly. An 
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electrical contractor or anyone else 
interested in wiring sales need 
never be ashamed of selling a cus- 
tomer more wiring than immedi- 
ate requirements may seem to 
justify because experience has 
shown repeatedly over a_ period 
of many years that the demands 
upon a wiring system increase 
so rapidly that added investment 
for the future pays good divi- 
dends. 


The People Versus 
Inadequate Wiring 


(Continued from page 7) 


scene in rapid succession—each at- 
tended by its fairy godmothers of 
Promotion and Publicity—until the 
pattern of modern life has grown 
into a constantly changing kaleido- 
scope of superstructures, gaudy and 
attention-compelling in form. 

Of all these, the superstructure 
erected by the combined interests 
of the electrica] industry has per- 
haps the greatest social signifi- 
cance. Yet, like all others, it 
will endure and grow great only 
to the extent to which it rests on a 
firm foundation. 

The foundation of the electrical 
industry is adequate wiring. 

Somehow, for some unknown 
reason, people, industries and na- 
tions postpone the consideration of 
fundamental questions—of founda- 
tion if you will—until they reach 
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the age of maturity. The truth of 
that statement is easily verified. 
We like to look upon the world of 
today as advanced in every respect 
and certainly it is in most. Scien- 
tific achievement has reached ex- 
traordinary goals. But—although 
the industrial revolution began 
more than a century ago we are now, 
at this late date, finally getting 
around to doing something about 
some of the fundamental questions. 


Similarly the fundamenial prob- 
lem of adequate wiring was brought 
into being the instant the first 
electric light was switched on. It 
is an industry problem but it can 
also be made a public concern. 
When the public becomes concerned 
about the kind of wiring it has in 
its homes, the industry problem 
of wiring will be solved once and 
for all and the much needed foun- 
dation for continued electrical 
growth will have been placed deep 
down in bed rock. 

The National Adequate Wiring 
Program is our means to a con- 
structive end. It marks the indus- 
try’s coming or age. Let’s cele- 
brate by telling one hundred and 
twenty-five million people our 
story and, in so doing, build a foun- 
dation for a superstructure of elec- 
trical business that will make every- 
thing we have built before look like 
a railroad watchman’s shanty put 
alongside the Empire State Build- 


ing. 





Electrical Code requirements only. 


Comparison of Rough Wiring Cost for Typical Industrial Plant 


Cost to Owner 


Watts for Cost Per in Cost Over 

System* Per Outlet Complete Job Outlet System 1 

1 100 $ 542 $ 5.64 

2 150 578 6.03 6.6 % 

3 200 692 7.22 27.6 

4 300 737 7.68 36.0 

5 500 903 9.42 66.6 

6 300 626 6.52 


*Systems 1-5, limited to 2% voltage drop; System 6, no voltage drop limit, National 


Per Cent Inc. 
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Prorit IN RESIDENTIAL ee 


determine what electrica] con- 

tractors in various southern 
cities were doing to promote prof- 
itable residential wiring, the an- 
swer from each individual was al- 
most invariably: 

“We simply can’t handle resi- 
dential work on a profitable basis 
against the competition of the 
‘curbstoners’ so we just leave it to 
them.” 

Now, there is no logical reason 
why the so-called “curbstoner” can 
handle residential wiring more ad- 
vantageously than the legitimate 
contractor, who operates his firm 
on a businesslike basis. In fact, 
the legitimate contractor enjoys 
many advantages such as the abil- 
ity to purchase materials in large 
quantities, more diversity in the 
type of work he can handle with 
correspondingly less labor turnover, 
and the advantage of an established 
name and reputation. 

Perhaps the only advantage en- 
joyed by the “curbstoner” is his 
ability to leave “overhead” com- 
pletely out of consideration when 
bidding upon residential work. In 


I: RESPONSE to a survey to 


By Carl W. Evans 
Editor 


general, this type of contractor has 
little capital invested except in a 
few tools, he seldom carries a stock 
of wiring supplies but buys them 
only as needed, and frequently he 
operates directly from his home 
with little expense that could be 
termed overhead except perhaps a 
few miscellaneous items such as 
telephone bills, etc. 


Overhead An Important Factor 


Although overhead expense may 
be a negligible item to the “curb- 
stoner,” it is a most important 
factor in the business of the legi- 
timate contractor. A characteristic 
of overhead expense is that it does 
not always vary directly with the 
size of the job, especially in the 
case of very small jobs. And al- 
though the practice of most con- 
tractors is to add overhead expense 
into the estimate by calculating it 
as a percentage of the total cost of 
labor and material, this method 
will not give accurate results when 
very smal] jobs are considered. Ac- 


cuit on small jobs is ct 

higher than that which && ‘ 

ed by the “curbstone =a 
little overhead to consigek On the 
other hand, the “curbsténer” can- 
not compete successfully with the 
legitimate contragtex. on larger 
jobs because theggdvantage he en- 
joys through el ng overhead 
is offset almost#iitirely if not 
completely through the more ef- 
ficient operating methods of the 
legitimate electrical contractor. 

At this point it may be realized 
that the determining factor in 
whether or not a residential wiring 
job goes to the legitimate con- 
tractor or to the “curbstoner” is 
essentially a problem in selling. If 
the “curbstoner” succeeds in selling 
down the job in number of outlets 
and copper capacity, he may be 
able to handle it at a cost which 
would be ruinous to the legitimate 
contractor as a regular practice. 
On the other hand, it is a matter 
of experience that the legitimate 
contractor can sell wp any job to 
the point where he can submit a 
competitive bid and still provide 
for adequate overhead expense and 
a fair profit. 

If we are to judge from the 
answers received in our survey, it 
would certainly appear that the 
“curbstoner” has done a more ef- 
fective job in selling down than 
the contractor has in selling up/ 


Situation Not Hopeless 


That the situation is not hope- 
less, however, is evidenced by the 
experience of many contractors 
who have sold adequacy in wiring 
by aggressive promotion. Consid- 
er the experience of one contractor 
who tells the following story: 

“In my estimation the job was 
going for less than $100. That 
seemed certain. My bid was $95, 
submitted with a prayer. 

(Continued on pages 20 and 22) 


Many contractors have proved that 
sales promotion directed to the 

home builder will result in profit- 
able residential wiring sales-. . 
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At left: Base- 
ment wiring 
with minimum 
requirements; 
only 8 outlets 
provided. At 
right: Same 
plan, wired 
adequately has 
30 outlets ... 


At left: First 
floor plan with 
minimum re- 
quirements; 23 
outlets. At 
right: outlets 
increased to 
55: full com- 
fort and con- 
venience _pro- 


vided 


At left: Upper 
floor plan with 
minimum wiring 
would require 
about 17 out- 
lets. At right: 
greater conven- 
ience will jus- 
tifv at least 28 
outlets as indi- 
cated in the 
diagram 


Present Installation Adequate System Increase Adequacy Benefits Everyone 


Capacity of Service.. 30 ampere, 3-wire 60-ampere, 3-wire 100% This tabulation and the accompanying wir- 

a ‘ ing diagrams show what can be accomplished 

9—No. 14 size by “selling up” an ordinary wiring installa- 

Number of Final Circuits. .4—-No. 14 size 4—No. 12 size 275% tek in cee magh een ag 

turer sells almost twice the volume of ma- 

terial; contractor is able to do the job at a 

Number of Fixture Outlets..... p 68% competitive price yet allow for overhead and 

“ Pye ‘ ; fair profit; the electrical inspector knows 

Number of Switch Controls..... : 300% that an adequately wired installation is much 
2 : : | li 

Number of Receptacle Outlets... 2( 3( 150% partes an eS ee 

plete system, one that will provide comfort 

and convenience. (These diagrams and calcu- 

Number of Special Outlets..... > d 700% lations were prepared under the supervision 

. ‘ of H. J. Morton, chairman, Wiring Commit- 

Number of Total Outlets 105 110% tee, Michigan Electric Light Association. The 

=" a aa ‘ cost calculations have been modified to cor- 

Pounds of Copper in Conductors : 51.1 350% respond with labor costs prevailing in the 

(Designates adequacy) South and wiring material has been based 

a y on the use of non-metallic sheathed cable. 

Labor Hours 50 166% Since both systems were calculated on the 

same basis, the actual costs are not so im- 

$118.01 $232.40 97% portant but the relative ccst of-the two 

systems is significant.) | es PROSE 


1—No. §8 size 


Number of Receptacle Bodies. . ( 225% 





“THE NEW TRUMBULL FEEDER DISTRIBUTION BULLETIN brings you 
right up-to-date on today's most important development in electrical distribu- 
tion system methods . . . describes the use and application of BUSS-WA, the 
enclosed bus bar system for heavy duty feeders — FLEX-A-POWER, the 
“convenience outlet’ for power in industry and TROLLEY-CLOSUR, for supply- 
ing power to portable tools and machines . . . shows how and why these ac- 
cepted Trumbull systems simplify plant layout and reduce maintenance costs. 


There are 36 pages of detailed description, photographs and engineering data 
in this bulletin. A postcard or letter will bring your copy by return mail.” 














FEEDER 
Dis = 
STRIBUTION |,,,.)£EDER 
SYSTEMS 'STRIBUTION 


“YSTEMs 









Feeder Distribution Systems will be further illustrated 
and described in the April issue of TRUMBULL 
CHEER . the interesting and informative monthly 
that goes to 35,000 electrical men. Be sure your name 
is on the list 


ee % 


| Zhe TRUMBULL ELECTRIC MFG. 








“After submitting my figure to 
the general contractor, who by the 
way had many other things to wor- 
ry about besides improved wiring, 
I got to thinking of the net result 
if I secured this $95 wiring job. 
The box score would read: just 
another detail completed for the 
general contractor, little or no 
profit to me, and certainly skimpy 
electrical convenience for the home 
owner. I decided to do something 
about it. 

“T called on the home owner, a 
woman, bringing with me a sample 
of the new residential type circuit 
breaker. As a conversation opener 
this device proved to be a dandy, 
as immediate interest was shown 
in its safety, convenience and 
economy. My remarks to the lady 
were all non-technical and in the 
end I pointed out the slight addi- 
tional cost. She indicated her de- 
cision by asking me about similar 
wiring improvements. 

“Together, and in the same lan- 
guage, we added outlets, placed 
new flush switches, settled on bet- 
ter plates, and refigured the kitch- 
en for concealed lighting. In just 
about one hour that ordinary $95 
competitive wiring job went to me 
at $225. 

“Not only did this selling effort 
result in doubling the wiring job 
but as a result of the contact I 
later obtained a $206 fixture order 
plus the sale to this lady of an 
electric range, water heater, and 
refrigerator, all for a grand total 
of about $1,000!’ 

Certainly, the promotional effort 
of this contractor does not repre- 
sent the average practice, but on 
the other hand. the experience is by 
no means unique. Many other elec- 
trical contractors are awakening 
to the realization that wiring can 
be sold. 

If the problem of selling ade- 
quate wiring has been a difficult 
one in the past, it should be much 
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The “plus” outlets sold in a full-comfort wiring job not only 
reduce the cost per outlet to the home builder but enable the 
contractor to handle the job at a fair profit because of greater 


volume. 


easier in the future. The plans of 
the National Adequate Wiring Bu- 
reau for a national promotional 
program have been received en- 
thusiastically by groups through- 
out the South. Although at the 
outset the plan will be of greatest 
benefit to the electrical contractors 
themselves, other branches of the 
industry have received it with 
equal enthusiasm for it holds the 
solution, ultimately, of their prob- 
lems as well as these of the con- 
tractor. 


Industry Anxious to Cooperate 


Manufacturers, wholesalers, and 
electric light and pswer companies, 
recognize that the elimination of 
wiring inadequacy is the first step 
in increasing sales cf appliances 
and electrical energy. Already, lo- 
cal promotions in which all electri- 
cal industry groups will partici- 
pate are getting aader way. As 
these plans materialize and the 
national program gathers impetus, 
the publie’s growing recognition 
of the slogan “Adequate Wiring 
Serves and Saves” will greatly 
simplify the selling problem. 

Nevertheless, the contractors’ 
problem will still .emzin a selling 
problem. And the benefits accru- 
ing to him from the national pro- 
gram will be in direct proportion 
to his own promotional efforts. If 
he is to capitalize the advantages 
of the national program at a max- 
imum, he must first jend complete 
cooperation to any local promotion 
developed by the electrical industry. 
These plans will probably vary 
from one locality to another but 
the aim in every instance will be 


(Photos courtesy Arrow-Hart & Hegeman Electric Co.) 


to sell the public as well as pro- 
fessional builders and architects, 
on the need for adequate, full- 
comfort wiring. 

Next, he must do more than bid 
and wait! He must call on the 
home owner or builder direct. Fol- 
low the plan of the contractor who 
used a modern type circuit breaker 
as a door opener or conversation 
starter, then submit alternate bids 
for full-comfort wiring and em- 
phasize the fact that costs per 
outlet are reduced when adequate 
wiring is installed. Tie in the al- 
ternate bid with the adequacy 
specifications available from the 
National Adequate Wiring Bureau 
and the convenient check lists of 
the Handbook of interior Wiring 
Design. Make generous use of the 
“Pictorial Primer on Adequate 
Wiring,” “Copper in the Home,” 
and other promcitional material 
available from th2 National Bu- 
reau. Keep a copy of the large 
adequate wiring lecture chart hung 
in a convenient location in his 
office for illustrating his discus- 
sion on wiring adequacy to pros- 
pects who call at his place of 
business. Remember that in sell- 
ing, a picture or a diagram is 
equivalent to a thousand words if 
it tells the story! 


Gadgets Help Selling 


Many writers and speakers on 
adequate wiring have urged the 
contractor at his meetings and 
conventions to forget that he is 
selling so many devices and pounds 
of copper wire and, rather, to sell 
the convenience and economy of 
adequate wiring. In this I cannot 
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agree. Unless the contractor is a 
trained salesman, he will find it a 
much more profitable plan to follow 
the lead of the contractor who 
started his interview by handing 
over a “gadget” to his prospect. 
Use a circuit breaker, a short sec- 
tion of a new type of cable, or any 
other wiring device about which a 
conversation may be started. For 
the average contractor, who is first 
a business executive and a sales- 
man only by necessity, the sale of 
a tangible wiring system will be 
much easier than the intangible 
advantages of “adequate wiring.” 

In preparing his wiring sales 
plan, the contractor should not 
overlook the tremendous market 
that exists in houses already con- 
structed. More than half of the 
houses in practicaliy every city, 
and especially in some of the old 
cities in the South, are inadequate- 
ly wired. Restricted wiring in 
these homes prevent their occupants 
from making use of many labor 
saving appliances; results in poor 
service for many who endeavor to 
use them. 

One of the outstanding features 
of the program developed by the 
National Adequate Wiring Bureau 
is the attractive group of mailing 
pieces which will cnable aiy con- 
tractor to stage an aggressive di- 
rect mail campaign of his own at 
only nominal cost. That such cam- 
paigns will produce profitable sales 
is proved by the successful results 
enjoyed by many sporadic attempts 


to promote outlets sales through 
utility-contractor cooperation. 

Such campaigns have been hand- 
icapped in the past by the lack of 
suitable promotiona) material. Al- 
though the cost uf the material 
now available through the bureau 
is almost negligible because of its 
use on a national scale, the cost of 
the same booklets and folders 
would be prohibitive if the expense 
had to be charged up against a 
single local campaign. 

In conclusion, let it be emphas- 
ized again that the problem of 
handling residential wiring at a 
profit is essentially a selling prob- 
lem. Whether the contractor de- 
cides to go after ali types of resi- 
dential wiring on an aggressive 
basis or confine his activities to 
the new construction field, his abil- 
ity to make a profit on residential 
work will depend upon his ability 
as a salesman. 

If his hesitancy in engaging 
more actively in this field in the 
past has been because of his larger 
overhead expenses, let him give 
consideration to the fact that this 
type of work can be used most 
successfully to meet the continuous 
procession of overhead expense 
items. No other field is less season- 
al in nature and the market in 
every locality presents almost un- 
limited opportunitics at this time. 
With a well-deveinped residential 
business, that will carry all over- 
head expenses, the profit on oc- 
casional large commercial and in- 
dustrial jobs will really be profit! 
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Increased Loads Necessitate 
Switchboard Installation 


HE installation of a mew 

switch board, entailing ex- 
tensive changes in the location of 
leads, was necessitated in the 
First National Bank Building in 
Tulsa, Oklahoma, as the result of 
increasing load over a period of 
several years. The latest in- 
crease, which resulted from the 
decision of the management to in- 
stall air conditioning equipment, 
means an addition of 400 hp. 

The contract for the new 
switchboard was awarded to Watt 
Plumbing, Air Conditioning and 
Electric Company, Tulsa, and 
under the direction of Jack Whit- 
ener, manager of the electric de- 
partment, a new model Frank 
Adam deadfront board was in- 
stalled. According to Mr. Whit- 
ener, it is one of the most modern 
and efficient installations of its 
kind in Tulsa, if not in the entire 
South. 

The Watt company’s job was the 
removal of two old boards and the 
installations of the new one and 
connections as well as a new sery- 
ice from the utility’s transformer 
vault in the basement. It was 
necessary to remove two old 
boards at different locations and 
combine the complete electrical 
system, connecting it to the new 


An interesting installation completed recently for the First National Bank of Tulsa, Okla., by the Watt Plumb- 
ing, Air Conditioning and Electric Co., included the installation of a new switchboard as well as the addition 
of more than 400 hp. in load. Subfeeders enclosed in conduit _— ass box at the top connect new switch- 
board to circuits served formerly by two old switchboards er«G nee ter Fe 
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The new switchboard is de- 
signed for three-phase, four-wire 
circuits. Dimensions of the new 
board are as follows: width, 152 
inches; height, 100 inches, and 
depth, 40 inches. Sub-feeds for 
various lighting distribution and 
power panels are fed from the var- 
ious switches on the board. 

Referring to the accompanying 
photographs, a 3,000 ampere Rol- 
ler Smith circuit breaker is to be 
seen at the top of the right end. 
The blank panel in the center is 
for meter installation. Switches 
on the board range from 30 amp- 
eres to 1200 amperes. 


Large Electric Contracts 
Underway In Louisiana 


ORK is progressing rapidly 

on several state electrical 
projects in and near Baton Rouge, 
La., which includes the wiring of 
the new Physics and Mathematics 
Building of Lousiana State Uni- 
versity, complete lighting and 
sound equipment for the Agricul- 
tural Center, or Coliseum, of the 
University, and a complete auto- 
matic telephone system and air 
conditioning system for the State 
Capitol Building, comprising what 
is probably one of the most com- 
prehensive electrical jobs in the 
South. 

All labor and material for the 
job are being furnished by the 
Hart Enterprise Electrical Com- 
pany, Inc., New Orleans, to whom 
the contract has been let. Monte 
Hart, president of the organiza- 
tion, believes this contract est- 
ablishes a record as one of the larg- 
est electrical jobs ever landled 
by a southern contractor. 

A unique feature of the Univer- 
sity contract are the switchboard 
specifications for the Physics and 
Mathematics Building. Complete 
in four units and a master board, 
the design makes provisions for 
an exact selection of necessary 
voltages through a plug-in system 
in each classroom. The use of 
the plug panel by inexperienced 
persons is facilitated by a color 
code which simplifies selection of 
the proper jack. Power is sup- 
plied by automatic motor-genera- 
tors controlled by push-button 
switches. The entire circuit is 
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Turn to Page 70 for 
Review of New Wiring 
Devices and Products 











protected by a 2,000 ampere cir- 
cuit breaker. 

An interesting feature of the 
program is the sound and lighting 
system for the Agricultural Cen- 
ter arena. Completely enclosed, 
the arena is lighted by one hun- 
dred and forty-one 1,000-watt 
flood lights. Sound equipment is 
suspended overhead from a huge 
4-ton cage that is raised and low- 
ered by electric winches. 

To clear dust from the air, ten 
714 hp exhaust fans have been in- 
stalled in the ceiling of the arena. 

All electrical engineering on the 
project has been under the super- 
vision of R. F. Taylor. 

Outstanding feature of the 
Louisiana State Capitol instal- 
lation is the automatic telephone 
system, a product of the Auto- 
matic Electric Sales Company. An 
estimated 80,000 feet of conduit 
and 150,000 feet of wire will be 
required to complete this as well 
as other electrical features of the 
building. 

In addition to the forgoing 
equipment, the Hart Company has 
also furnished one 350 hp syn- 
chronous motor and one 125 hp 
synchronous motor to operate 
compressors for the air condition- 
ing system. 


NECA Employs Field Man 
For Southeast 


J. H. Dyer, iia associated 
with a prominent electrical dis- 
tributor in the southeastern states, 
was recently appointed National 
Electrical Contractors Association 
field representative for the south- 
eastern states in cooperation with 
the Southeastern Industrial Chap- 
ter. Mr. Dyer has just completed 
three weeks of intensive training 
at the national headquarters of the 
association and started his duties 
in North Carolina in February, 
where his first work in the field 
will be directed to cooperation with 
the members of the North Carolina 
Association of Electrical Contrac- 
tors. 

Mr. Dyer is a native of Tennes- 


see and a Georgian by adoption, 
having made his home in Atlanta 
for the past twenty years. For the 
past ten years he has been in the 
electrical specialty business in sell- 
ing electrical merchandise through- 
out the Southeast, during which 
time he has contacted electrical 
contractors, dealers, jobbers archi- 
tects and builders, much of his ef- 
fort being in sales promotional 
work. 


Wiring Bureau Field Men 
Complete Tour ; 


Arthur E. Schanuel and Andrew 
C. Tait, recently appointed field 
representatives of the National 
Adequate Wiring Bureau, have just 
completed a tour of 20 cities in be- 
half of the National Adequate Wir- 
ing Program. 

Mr. Tait’s itinerary included 
presentations of the program in 
Memphis, Atlanta, Orlando, Char- 
lotte, and Greensboro. 

In addition to presentations of 
the program in middle west and 
eastern cities, Mr. Schanuel’s trip 
included stops in Kansas City, New 
Orleans, Birmingham, Knoxville, 
and Lexington. 


New FHA Program Stimulates 
Small Home Construction 


Indications that the new Federal 
Housing Administration program, 
which became effective February 
15th, is having a very satisfactory 
effect on home financing activities 
is most encouraging to the con- 
struction industry. 

New business entered on the FHA 
books for the week ending March 12 
surpassed all previous records, ac- 
cording to announcement by Ad- 
ministrator Stewart McDonald, 
mortgages selected for appraisal 
reaching a total of $20,386,711. 

Activity since the first of the 
year is indicated by the following 
tabulation of mortgages selected 
for appraisal which relate chiefly 
to small homes: 


Week _ Amount 

Jan. $ 5,483,184 
Jan. 6,531,200 
Jan. 7,299,975 
Jan. 8,150,840 
Feb. 8,571,895 
Feb. 8,787,105 
Feb. 10,025,800 
Feb. 13,100,250 
Mar. 17,529,602 
Mar. 20,386,711 
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Cash Prizes Offered In 
Display Contest 


INDOW displays of electric 

ranges, set up by utility 
companies, electrical dealers or de- 
partment stores during the first 
two weeks of the National Electric 
Range “Spring Showing,” will be 
eligible for substantial cash prizes, 
The Modern Kitchen Bureau an- 
nouces. The “Spring Showing” 
will take place from April 11th to 
April 25th. 

The contest will be conducted in 
three divisions, one each for utili- 
ties, electrical appliance dealers 
and department stores. <A total of 
39 cash prizes—13 in each division 
—are offered. The three first 
prizes will be $150 each, second 
prizes $100 each, and the third 
prizes $50 each. There will be 30 
additional prizes, ten in each divis- 
ion, of $10 each. 

Prizes will be awarded solely on 
the basis of sales appeal and edu- 
cational value, the Bureau says. 
Awards will not depend upon the 
cost of the display, and the smaller 
dealer will have the same chance to 
win as the larger organization. 

Purpose of the contest is to 
dramatize the merchandising value 
of good window displays as applied 
to electric ranges, and to enable par- 
ticipants to cash in on the increas- 
ing popular interest .-in electric 
ranges, which is more active this 
year than ever. before. 


Atlanta Dealers Sponsor 
Training Course 


The first meeting of a series of 
meetings comprising a salesman’s 
training course was held March 7 
by the Atlanta Electric Association. 
A sales film entitled “Along Main 
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Street” was presented to the group 
and this was followed by an address 
on salesmanship by Harry M. Mor- 
rill, of Rawson-Morrill, Inc. 

Future meetings, which will in- 
clude lectures by men recognized 
nationally in the fields, will cover 
the subjects of refrigeration, elec- 
tric cookery, electric water heat- 
ing, electric rates, radio, small ap- 
pliances, home laundry equipment, 
kitchen planning, advertising and 
display. 

At a recent meeting of the asso- 
ciation officers were selected to 
serve during the current year. 
Those elected were: president, 
Howard Wilson, of Davison-Paxon 
Co.; vice president, L. G. Fulton, 
Fulton Brothers Co.; and honorary 
secretary, J. F. Gordy, Beck and 
Gregg Co. L. L. Austin will con- 
tinue as executive secretary. 




























Facsimile Receivers Soon 


Radio dealers will be interested 
in the fact that four companies are 
getting ready to manufacture 
facsimile receivers for the general 
public which will sell for from $100 
to $150. 


Facsimile receivers record print- 
ed matter and pictures on rolls of 
sensitized paper. The set owner 
turns it on at night and wakes up 
in the morning to find a sizeable 
strip of news, advertising and 
comics. It is less complicated, less 
expensive, and hence more promis- 
ing for the immediate future than 
television. 

Circuits are said to be much 
simpler than those of radio receiv- 
ers; and_ servicing, when the 
market develops, will present fewer 
problems for the serviceman. 


Effective January 1, the Kentucky-Tennessee Light & Power Co. discontinued mer- 
chandising. The Company’s sales rooms are available to dealers for display of their 
respective lines. Above is the display of Cayce-Yost Co., a Hopkinsville, Ky., dealer, 


in the local Company office. 


One man has been assigned to distribute leads and 
work with dealers in the promotion of sales ep Omar at Ao Te” 




















































DES 






Sates STAFF RRoBLEMS 
Solved by Exclusive Territory 


‘Tee success formula for one 
electric specialty shop is to 
assign the salesmen to an 
exclusive territory, give them a 
complete line to work, and allow 
them credit for all sales made by 
the concern in their respective 
territories. 

This plan has enabled the Hen- 
ley Appliance Company, appli- 
ance dealer of Montgomery, Ala- 
bama, to develop an_ enviable 
volume. Although refrigerators, 
washers and radios led the sales 
parade during 1937, the concern 
also sold 160 ranges and water 
heaters and 60 electric water sys- 
tems during the year. The latter 
item was added in March 1937 to 
round out the company’s line, so 
that it now handles everything 
from lamps to air conditioning. 

“We assign our salesmen to 
definite territories and credit 
them with all sales made within 
it,” explained L. C. Henley, man- 
ager. “Even if we make a sale 
to a drop-in customer here on the 
floor, the commission goes to the 
salesmen just the same. We pay 


L. C. Henley 


a straight 10 per cent commission 
and the salesmen furnish their 
own transportation. 

“The purpose of our plan is to 
keep salesmen out in their terri- 
tories intensively cultivating the 
business of those residing in it,” 
explained Mr. Henley. “A sales- 
man does not have to come in and 
wait two or three hours for the 
promised call of a prospect who 


Walk-in prospects account for a large part of the Henley Appliance 
Company’s business because of the splendid location Na (Rg 


may not come after all. If she 
does come we are prepared to 
make the presentation and if the 
sale is made, the salesman gets 
the commission just the same. 

“According to our way of 
thinking, the time is past when 
a salesman can profitably make a 
sale in one end of town and then 
jump to the other end in search 
of another prospect. Instead, if 
he can, for instance, place a re- 
frigerator in a home within his 
territory and then follow it up 
from time to time with a range, 
a washer, a water heater, a dish 
washer and so on, he has a cus- 
tomer worth while and the same 
is certainly true for the store. 
We have made as many as a half 
dozen successive sales in one 
home. 

“The salesmen who spends a 
lot of time chasing all over town 
and running back and forth from 
the store hasn’t sufficient time 
left for actual selling to make a 
decent living. And that is the 
trouble today in the appliance 
business—directing salesmen so 
that they can make a living and 
be satisfied. We want salesmen 
to work the prospects right under 
their noses, and not eternally to 
be seeking greener pastures 
elsewhere.” 


Under the plan applied Mr. 
Henley has the best paid sales 
force in the city; the men aver- 
age over $200 per month. The 
amount they receive in commis- 
sions from floor sales is quite 
often more than the minimum 
retainer fee paid by some dealers 
and utilities. This means that 
the men are assured of enough to 
live on, so that they can devote 
all their time to developing 
“plus” business. 

Mr. Henley points out that a 
dealer has to have sufficient vol- 
me, else the zoned plan would 
probably not work as floor sales 

(Continued on page 36) _ 
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Hunter Adaptair 
Hotel Type 52” 
Ceiling Fan. In- 
stantly adjustable 
for either up or 
down draft. 


“Arctic Aire’—Deluze fans at 
popular prices made by F. A 
Smith Mfg. Co:, Ince. A com- 
plete line, sizes 8” to 28”. Un- 
excelled performance plus mod- 
ern design. 





“Kool-Waiv” noiseless attic 
fans for summer cooling give 
exceedingly low decibel (noise) 
ratings as well as excellent ca- 
pacities of air, simple in con- 
struction and easy to install. 
International Engineering, Inc. 


= The Chelsea Bucket Blade 

Diehl Air Circulator. Ceil- Eazhaust Fan with ball 

Signal No. 550-A 10” ing, tall pedestal and coun- thrust bearings is de- 
A. C. Oscillator, 2- ter-wall bracket models, signed for installations 
speed fan, with si- all with resilient rubber where economy as well 
lent type blade. mountings. as quality is essential. 
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Advertisers In This Section: — “sect tetas 
styled for the modern home. 

Compact, self cantained, 


Air Controls, Inc. International Engineering, Inc. acoustically treated steel cab- 
c : lg inet. Quiet. Low Operating 


American Blower Corporation Pleasantaire Corporation ; 4 
Victor No-Draft Fan featuring American Coolair Corporation Signal Electric Mfg. Co. dee —o 
Pee ae a —— Buffalo Forge Company F. A. Smith Manufacturing Co., Inc. 
amazing no-draft performance. Chelsea Fan & Blower Co., Inc. U. S. Air Conditioning Corp. 

Diehl Manufacturing Co. Victor Electric Products, Inc. 

Hunter Fan & Ventilating Co., Inc. 
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U. S. “Airco” Home Ventilator, “Buffalo” Breez-Air Attic Fan for 
X AIRATE new The COOLAIR Residence Fan, built in a range of sizes for home comfort cooling. A large ea- 
Hé, ready to install, with automatic ceiling and ite method of installation attic installation, by U.S. Air quiet 
tters, Quiet and economical in operation. on springs. Conditioning Corp. 
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This is the first of a series of advertisements by Pleasantaire Corpora- 
tion, Manufacturers of the Pleasantaire Room Cooler, now entering its 
third summer season. This Company has attracted nation-wide attention 
for its aggressive merchandising plan and its honesty in selling methods. 
The following excerpt from an editorial in the February 2, issue of AIR 
CONDITIONING AND REFRIGERATION NEWS, will interest ELECTRICAL SOUTH 
readers: 

“AIR CONDITIONING NEEDS TERMINOLOGY” 

“|. . Air conditioning, (Mr. Roper) says, is a system; a room cooler is 
an appliance. In the public mind air conditioning is all entwined in @ se- 
ries of ducts and pipes and gigantic chambers and big machinery. And 
expense—high first cost coupled with substantial operation and mainte- 
nance charges. 

“The room cooler, Mr. Roper points out, is as much a plug-in mass pro- 
duction appliance as a radio or an electric refrigerator. You can install it 
almost anywhere in a jiffy and then if you want to move it somewhere 
else to another room, another building, or another city—you can do it 
with a minimum of difficulty and expense. Because of its packaged na- 
ture, production on a quantity basis, and its high reclamation value, the 
room cooler is a comparatively economical piece of merchandise. It should 
be so advertised, Mr. Roper believes, and not confused in the public mind 
with the relatively more costly complete air conditioning equipment.” 


By Richard F. 
Roper, 
President, 
Pleasantaire 
Corporation 


SUMMER air conditioning 
was a contracting business for 
the technically qualified only 
until Pleasantaire entered the 
field. Up to that time, the only 
dealer who could make money 
in the summer comfort busi- 
ness was the trained heating 
and refrigeration technician 
who talked in terms of psychro- 
metric tables, Btu’s, effective 
temperatures, and dozens of 
other terms which mean little 











ten Pleasantaire headquarters 
about handling the product in 
1938. Many of these dealers 
feel that if business in regular 
lines during the 1938 summer 
should not come up to expec- 
tations, it would be wise to sup- 





to the average appliance dealer. 
Small wonder then, that few 
dealers have handled room 
cooler devices up to this time! 


Following an extensive test 
program in 1936, Pleasantaire 


plement other business with a 
room cooling device and in- 
crease sales volume. These 
dealers want Pleasantaire be- 
cause it is the lowest priced, 
time-tested unit on the market. 
They feel that the average per- 


Corporation came out early in 
1937 with a small portable unit 
a man could lift, and offered 
the new room cooler to the 
trade. Pleasantaire contained a complete refrigeration plant 
providing enough cooling and dehumidifying capacity to relieve 
suffering in hot, humid weather—yet it was so compact that the 
salesman could take it from prospect to prospect. No air condi- 
tioning mechanic was needed to install it and every electric re- 
frigerator dealer was a Pleasantaire service station. 


No hot weather discomfort in a 
Pleasantaire conditioned office. 
This window unit “plugs in like 
a radio—broadcasts comfort.” 


son will not pay four or five 
hundred dollars to cool a room, 


Over 200 dealers in all lines of business bought Pleasantaires 
last summer to test the product, to find out if a merchant who 
really knew specialty selling could handle this new type of air 
conditioner. Most of these dealers are enthusiastic today. Their 
advice and suggestions have helped bring about the fifteen re- 
finements in the new model B Pleasantaire to keep the product 
far ahead of the field, make it easy to produce satisfied customers. 


As a result of national tradepaper advertising and extensive 
publicity given Pleasantaire, refrigerator, electrical, radio and 
office appliance dealers in more than thirty countries have writ- 


Cooking is fun in a kitchen de- 
humidified by Pleasantaire. 
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oom Coolers door-to-door 


Pleasantaire is built of standard 
parts. Its powerful refrigeration 
plant can be serviced anywhere. 


but that he will pay two hun- 
dred for Pleasantaire condi- 
tioning. 


IT ppLIANCE “EVERYBODY WANTS AND 


none who have followed it 


have failed. 
Those dealers who have had 


air conditioning selling in the 
back of their heads are urged 
to get into the game this year. 
Hundreds of merchants can and 
should sell one to ten room 
coolers this year, but any dealer 
wishing to get into this profit- 
able new field must do two 
things now: first, he must stock 
the product, and second, he 
must follow the Pleasantaire 
door-to-door selling plan and 
make the largest possible num- 
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NOBODY’S GOT” 


tions on prospects’ own prem- 
ises. The only limit to the sale . 
of room coolers this year is the 
number of salesmen working 
and the number of people 
asked to buy. 


Pleasantaire is booked up on 
its production through April 
15, and orders are now being 
accepted for later deliveries. 
Pleasantaire lists at $199.50 
F. O. B. factory, with liberal 


dealer discounts. 


Interested dealers are urged 
to write at once for copy of the 
“Pleasantaire Package Plan”, 
for complete information on 


ber of hot weather demonstra- 
the product, photographs, sales 


program and cost of sales an- 
alysis. All 1938 sales will be di- 
rect to dealers because few job- 
bers are ready to give the deal- 
er the experienced cooperation 
Pleasantaire will provide direct 
from headquarters. 


Many of these dealers have 
felt that the sale of one or two 
Pleasantaires plus an attic fan 
to the average home owner 
would provide the type of air 
conditioning he needs and can 
afford. The attic fan will pro- 
vide ventilation and circulation 
for living room, dining room 
and hallways, while Pleasant- 
aire conditioned bedrooms en- 
joy cooling and dehumidifica- 
tion possible only through elec- 
tric refrigeration. 


New consumer literature is 
just off the press and will be 
sent to dealers on the same day 
inquiries are received. 


This Sales Plan Works! Actual 
experience developed this de- 
tailed merchandising program. 


Pleasantaire Corp. 
1623 Connecticut Avenue 
Many manufacturers make Washington, D. C. 

room coolers and offer them to 

the trade, but no one has offered an intelligent, 
aggressive sales program which assures dealer 
profits. In answer to this demand, a proved mer- 


chandising plan has been developed called the 


Om: 
“Pleasantaire Package Plan”, which tells how | ie 
to do an intelligent, profitable sales job during 


the short sunimer season. Based on actual ex- 
perience of successful dealers, the plan shows 
the right and wrong way to sell Pleasantaire, 
pitfalls to avoid and the road to sure profits. 
Typical letters from satisfied dealers and their 
customers in 40 states are included in this mer- 
chandising program which gives the dealer all 
he needs to know for success. The “Pleasant- 
aire Package Plan” has been acclaimed as the 
most straight-forward, result-producing method 
ever developed for air conditioning selling, and 





Even modest homes can afford the Pleasantaire Room 
Cooler . . . and enjoy mountain vacation weather all 
summer long. 






































FATTEN 


Summer 


Profits 
with COOLAIR 


More profits are what you want . . . and more 
profits are what you'll get if you tie-in right now 
with Coolair. 

















Scorching summer days are just ahead and hun- 
dreds of home owners in your community will soon 
be ripe prospects for Coolair home ventilating and 
cooling systems. Sharpen up your selling power 
with Coolair and cut yourself a slice of this rich, 
almost untouched home cooling market. 


Coolair has led the field for ten years with fat 
profits to dealers and a superior line of fans for 
any size home or place of business. Each installa- 
tion means a satisfied 
customer . . . no trouble 
calls to cut down your 
profits. 


Smart dealers are 
starting now on a long, 
profitable summer. Get 
on the Coolair bandwag- 
on today. Write for 
complete information. 


WRITE FOR FREE ILLUSTRATED MANUAL 


Pocket-size, 28-page booklet crammed 
oolair with important facts about home 
cooling. See why Coolair leads the 


field. Mail this coupon today. 


no (LOI Ole) NI Sade) ite) 7 wile), 
JACKSONVILLE, FLORIDA 


Manufacturers. . . « 
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The New 
VICTOR 


Sam 





Mounting 
Model 


EXTRA HIGH 
AIR VELOCITY 


Craeegs oo * 
SUPER POWERED 
VICTOR MOTOR 
* 
STRONG, SAFE 
CONSTRUCTION 
* 
QUIET, DEPENDABLE 
OPERATION 
* 
STANDS CONSTANT 














THE VICTOR HARD SERVICE 

Breeze’ with its no-draft,no-blast 

tionary and oscillating and 16" PRICED 
OFFERS A 22” 


“Breeze-Spreaders”’ * 

Featuring the famous ‘Miracle 

performance. A quality line ATTRACTIVELY 

including 8” Stationary, 12” sta- 

oscillating models. ‘ + 

VICTOR ALSO 

TORNADO IN ALL 

MODELS 


WRITE FOR THIS 
FREE CATALOG NOW! 


Get the complete facts including specifications and prices 
on Victor's Tornados—the finest high velocity air circula- 
rilt Also, le irn about Vict« 


There's a Victor fan fo 


tors ever bi of ee 
and new Victor “‘Streamliner 
every cé _—— need and at prices that will delight you. 


\\ Salem elab same le tlel aceon tm 


VICTOR ELECTRIC PRODUCTS, INC. 


777 Reading Road Cincinnati, Ohio 
Makers of Victor In-Bilt Kitchen Ventilators ~ 
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reticaA re 


LEADS THE PARADE OF 
POPULAR PRICED FANS 


Within a few short years ARCTIC AIRE 

Fans have won an enviable position as 

. a leading line of QUALITY FANS. They 

rye have “Sales Appeal” because of up-to- 

$12 Qs the-minute design features and “Price 

» Appeal” because of the unusually low 

prices on even the deluxe models. Over 
a million fans already in use 



































PEDESTAL ; * peer XX , CIRCULATOR 


12 inch, 8 speed \ a: A ia Ga 22 inch, $75.00 
Oscillator, $31.95 : 5 és ay a og > “a 
16 inch, 3 speed ; : gene EE: 3 a inc a 
Oscillator, . Pa J ie: : complete 
Non Senin : A. C. or D. C. 
sepricnining Same principle of 
\ ' 10 inch, 1 speed > as 
Designed for aa) \ Py Osciliator ® used in aeronau- 
Nomen Offices, : ree 12 inch, 8 speed tics. Delivers cy- 
Reception Rooms, f Oscillator $17.95 clonic cote of 
Hairdressing ij j 16 inch, 3 speed air pentrating to 
Booths and Kitch- ( S [ Oscillator $26.95 125 feet. New 3- 
ens. Easily moved y blade propeller of 
from one room to special design and 


: = _ pitch. Power-plus 
pe AB meno Side View Revealing the = induction type 


True Streamlined Beauty motor—no radio 
from 4 feet to 7 of these Models. interference. 
ames ar ge Flexible rubber 

eeze circu- motor mounting 


Dealers can sell the ARCTIC AIRE Line with complete confidence in ——— vibra- 


ene I rane their ability ‘to render long years of trouble-free performance. Every fan is Saeed, sender’ 
ee in motor backed by an iron-clad policy of strict adherence to engineering perfec- Sijesteoent foams 
‘ tion and precision manufacture. Embodying modern streamline design fea- 5 to 8% feet. 
tures and mechanical improvements, together with unusual low prices, the 
ARCTIC AIRE line offers sales opportunities and generous profits for the 
dealer. Hop aboard this band wagon and let ARCTIC AIRE make money 


for you. 


Write today for full information. 


F.A.SMITH MANUFACTURING Co., INC. 
ROCHESTER, | NEW YORK 
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HOT WEATHEK 





Will It Pay You Dividends? 


@ Yes, it certainly will if you make your plans now to sell Buffalo 
Attic Fans when that hot weather arrives. Thousands of these 
quiet, large-capacity fans were sold last season by distributors and 
dealers who had never sold Attic Fans before. Many more new 
distributors and dealers have already signed up to “cash in” this 
summer. You can get your share of this fast growing and very 
profitable business if you will write us at once for full particulars. 
Good territory is being taken up fast, so if you are interested, we 
urge you to act promptly. 


BUFFALO FORGE COMPANY 


210 Mortimer St. Buffalo, N. Y. 
Branch Engineering Offices in Principal Cities 
In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


c¢ fim BREEZ-AIR ATTIC FANS 
for HOME COMFORT COOLING 











ARE 
MODERATE 
PRICED 


Waeate Complete Line 
o NOISELESS 
Summer Cooling Fans 


1938 is sure to be another big year for 
KOOLWAIV Air-Conditioning equipment — 
Cooling Fans, Attic Ventilation Fans, Circu- 
lators and Industrial Cooling of every descrip- 


Valueatoo! 


Dependable performance and 
accepted appearance are out- 
standing characteristics of SIG- 
NAL Fans. And, important is 
the fact they are a proven 
product. They have established 
for themselves, over a long 
period of years, an enviable 
reputation with both the buyer 
and seller. The name SIGNAL 
is recognized as a brand that is 
nationally known and which 


Upper left is No. 561 10” 
Oscillator $8.75 list 


Above is No. 218 8” Non-oscillator 


$3.50 list 


can be bought with absolute confidence. Every fan carries the 
SIGNAL guarantee, and approved by the Underwriters’ Laboratories. 


Write for new catalog. 


SIGNAL ELECTRIC MFG. CO. 
MENOMINEE, MICH. 
Offices in all principal cities 


OFF. R 
O01 eee 


T 
A 


7 





tion. KOOLWAIV offers the greatest values 
today; AGENTS, JOBBERS, DEALERS—Send 
for KOOLWAIV’S proposition toeday—Let us 
show you the biggest line-up of equipment and 
sales helps you’ve ever seen. We are ready to 
put PROFITS in your pockets now; Please 
address Dept. 64. 


INTERNATIONAL ENGINEERING, INC. 
DAYTON, OHIO 
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There is no closed season on the sale of Diehl Fans! Certain Models 
sell most readily during the hot spells but many are in demand the 
year-round for commercial, industrial and domestic use. The diver- 
sity of types and sizes in the 1938 Diehi Quality Fan Line enables 
dealers and wholesalers to meet the requirements of almost any venti- 
lating application with profit to themselves and satisfaction to users. 


1g SALES HELPS FOR DIEHL FAN DEALERS 


Dealers find it easier to build their Diehl Fan Sales with 
the aid of these sales helps. 


Put up the attractive window and counter cut-outs, the 
merchandising display stands and colorful posters—use 
the illustrated catalogs, booklets, envelope enclosures, 
newspaper and catalog cuts—they will stimulate your 
1938 fan business. Hit a new high with DIEHL! Ask 
your wholesaler for a supply of these sales helps. 


DIEHL MANUFACTURING COMPANY 


Electrical Division of 
THE SINGER MANUFACTURING CO., Elizabethport, New Jersey 
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COOLING 


(Attic Ventilation) 


A Big Market You Can 
Step Right Into! 








There is an enormous market for home cooling 
by means of attic ventilation. Every homeowner 
is a prospect as dealers who have promoted the 
sale of this equipment know. 

Here is a fertile field for profits that has scarcely 
been scratched. 

Any dealer who has successfully sold electrical 
appliances can merchandise REX-AIRATES. No 
special training is required; installation and serv- 
ice problems are minor. 

Such features as a metal, slip-joint vent-box which 
is assembled in less than five minutes, automatic 
ceiling shutter and popular prices make REX- 
AIRATE outstanding. They are suited for any 
home ... large or small. 

There are also models for commercial use in 
stores, restaurants, cafes and other establishments. 
ae is another market with great sales possi- 
ilities. 


Write today for complete information! 


Are 
ROLS rc. 


Div. of 


THE CLEVELAND HEATER CO. 
1935 West 114th., Cleveland, Ohio 





Ae 








Improved Features 
Larger Discounts 


Dealers and Contractors everywhere are enthusiastic over 
the improved features and larger discounts on this new 
line of low-priced belt-driven air circulating units. 


CHELSEA 


TYPE E~-SILENT~ ATTIC 
EXHAUST FANS 


assure more air per horsepower. Motor designed espec- 
ially for attic ventilating. Long-hour duty—NOT the 
washing machine type. Motor rubber mounted eliminates 
hum and vibration. Stamped blades assure perfect bal- 
ance. Self supporting unit makes installation easy and 
inexpensive. Low operating cost thru the use of highly 
efficient deluxe fan motor. A complete line—30, 36, 42 
and 48 inch diameter fans with proper size motor 
for each. 


DEALERS AND CONTRACTORS—Don’t fail to find 
out about the many other features and the larger dis- 
counts on this new and better line of attic ventilators. 
Sample unit will be sent on 30-day approval. You should 
also know about Chelsea Bucket Blade Exhaust Fans; 
Air Blast Fans for Industrial Plants; and the full line 
of Circulators, including Pedestal, Ceiling, Counter and 
Wall Types. Write today for full data. 


Chelsea Fan & Blower Co.,Inc. 


366 W. 15th St., New York City 
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GREAT FIELDS FOR PROFIT 











r 


HOMES—The new improved American No trade-in—no complicated service prob- The American Blower Corporation, the 
Blower Attic Fan (above) answers a lems—no refrigeration or ice required for world’s largest builder of Air Conditioning 
tremendous growing demand for Com- Comfort Cooling by Attic Ventilation! Instal- and Air Handling Equipment, backs up au- 
fort Cooling in homes at low cost. A. S. lation diagram (above) shows how simple thorized dealers with its gigantic national 
of H. and V. E. Test Code ratings. it is. May be financed now on F. H. A. terms. advertising and direct mail campaign for1938. 


one demonstration in the evening, 


APARTMENTS — Now, for the first Display this beautiful Apartment Conditioner Usually. f g 
time, Comfort Cooling for apartments in your store and get the profits from quick, when the whole family’s home, sells this 
with the newAmerican Blower Apartment easy sales. Use the attractive mailing folders amazing new American Blower portable 
Conditioner! (Design and many exclusive (furnished to you free), and watch the Apartment Unit. Cool, refreshing air drawn 
features are covered by patents pending.) requests for demonstrations pour in! in from out of doors does the selling! 


VARS “oe sere 


ROOM COOLING—For cooling a STORES, OFFICES, ETC.— American American Blower Ven- 
single room, the new American Blower Blower offers the most complete line for tura Fans (above) and 
Aeropel Electric Ventilator (above) is Comfort Cooling commercial establish- Sirocco Utility Blowers 
your answer to another great demand. ments and offices. 9 sizes of Ventura Fans (right) are ayear round 
Three-speed motor reversible on all speeds. and 11 sizes of Sirocco Blowers. source of income! 











ere] | me] amievele] Bi fe 


for Homes, Apartments, Offices, 
Hotel and Hospital Rooms 



















usAlRce 
Portable 
ROOM UNIT 


opens up a 
BIG MARKET 
for YOU 








8 gues and proved 


advantages make it easier to sell! It draws in 100% fresh 
air... cleans, COOLS and circulates it throughout the room. 
Removes dust, soot, dirt and pollen... relief for hay fever sufferers. Ex- 
clusive air-directional control assures most pleasing results, without 
drafts. Separate switch to shut off water circulation for cooling comfort 
on humid days. Plugs into any electric socket. Easily moved, no drain 
required. Handsome in appearance, economical in operation. It offers 
proved efficiency at much less than the cost of refrig- 
erated units. 


USAIRCO HOME VENTILATOR 
for COOLING Air Circulation 


A home attic fan of exceptional efficiency. Expels stagnant, 
heated air, draws in cool night air, producing refreshing air 
circulation throughout all rooms and cooling off the whole 
house. Made in 5 sizes, easy to install, attractively priced. 


USAIRCO MIDGET KOOLER-AIRE 
for Small Stores, Shops, Cafes, etc. 
Designed [for larger rooms, the Midget 
Kooler-Aire brings in 100% fresh air, cools, 
cleans, and circulates it and removes odors. 
Fits in small space—easy to install. Easily 
adaptable to multiple installations where 

necessary. 


JOBBERS, DEALERS: Seeisqurea fx sislos 


and our exclusive franchise. State territory. 


























U. S. AIR CONDITIONING CORP. 
2145 Kennedy St. N.E., Minneapolis, Minn. 



















New York City: 420 Lexington Ave. 
Phone Mohawk 4-0563 

Chicago: 543 W. Washington Blvd. 
Phone Dearborn 7443 
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DEPENDABILITY 
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Sales Staff Problem 
(Continued from page 26) 


to customers living in the sales- 
man’s territory would not amount 
to much. In addition, the dealer 
and his line would not carry 
enough prestige to enable the av- 
erage salesman to make a living 
in a restricted zone. But the 
plan works for him because he 
has a leading line and advertises 
it freely, extending every help he 
can to his half dozen salesmen. 

Besides being a stickler for 
the zoned territory, Mr. Henley 
believes the best selling can be 
done with only one manufactur- 
er’s products. He wants his 
salesmen to seli a variety of ap- 
pliances, not a variety of makes. 

“Why confuse the customer’s 
mind by offering two or three 
different makes of refrigerators, 
for example, when one make is 
all she can use?” asked Mr. 
Henley. “About all the salesman 
can do in such a case is to leave 
the selection to the customer and 
that is bad salesmanship. The 
customer wants to be ‘told’ which 
is best. 

“We find that the one line and 
the zoned territory go hand in 
hand. We build up a reputation 
for our product. That helps to 
bring repeat business, and we 
have just about everything the 
customer could want in the way 
of electrical appliances. 

“Recently in an effort to pro- 
mote the complete electrical kit- 
chen, we held meetings for archi- 
tects and builders of the city, one 
in the form of a luncheon right in 
our store where we had an elec- 
trical kitchen set up. By hand- 
ling one make we can get better 
cooperation from the manufact- 
urer in drawing up plans for 
electric kitchens, a number of 
which we have sold complete. 

“Numerous rural lines have 
been built in our territory and in 
following up customers on these 
lines, we found we were handi- 
capped by not having water sys- 
tems for sale. So we took on a 
line of pumps, sold 60 or more in 
a few months, mostly of the shal- 
low well variety. Pumps, ranges 
and water heaters promise to be 
big sellers on rural lines during 
1938.” 








PLANNED KITCHEN SERVICE 
Stimulates Appliance Sales 


LANNED kitchen § service, 
Preresrec by the Bocock- 

Stroud Company, of Wins- 
ton-Salem and Greensboro, North 
Carolina, both in its outside sales 
campaigns and in its interior dis- 
plays of appliances and equip- 
ment, has proved a valuable sales 
stimulator. 

The company first offered its 
planning service several months 
ago and since that time, has 
gained much experience in this 
field. Among other things, mod- 
ern time-saving planning for the 
home calls for utilization of 
every available space in the most 
economical manner, reports the 
planning department. 

Refrigeration for food storage 
is considered the first center of 
arrangement. Next comes table 
space and the sink where food is 
prepared. The third center point 
is the range where the food is ac- 
tually cooked. 

The Winston-Salem firm em- 
phasizes in its displays, however, 
the fact that the modern electri- 
cal dishwasher has an important 
place in the modern Kitchen, and 
should be placed conveniently 
near both the sink and refrigera- 


By R. A. Jackson 


tor when the modern kitchen is 
planned. 

While the size and type equip- 
ment which should be installed 
depends to a great extent on both 
the size and shape of the kitchen, 
minor changes—such as revising 
of window and door locations— 
can usually be made to enhance 
greatly the convenience of every 
piece of kitchen equipment. 

Utility cabinet space is one of 
the features stressed particularly 
by the planning service. 

The owners of the _ Bocock- 
Stroud Company believe that 
they enjoy an important advan- 
tage in merchandising as a re- 
sult of their policy of carrying 
the complete appliance line of a 
single manufacturer. It enables 
the company to offer a prospect 
a complete line of matched appli- 
ances which is especially valu- 
able in selling complete electricai 
kitchen installations. 

From a selling point of view 
the handling of a complete line 
of a single manufacturer also 
offers advantages. Instead of 
selling the individual features 


A complete, matched line of kitchen appliances 
and a comfortable and attractive display kitchen 
for demonstration are important factors in Bo- 
cock-Stroud’s sales promotion plan e-8 


and “gadgets” of each appliance, 
it is possible in many instances 
to sell the customer principally 
on the manufacturer’s good repu- 
tation for marketing economical 
and efficient appliances, with the 
result that the customer who 
purchases a single appliance be- 
comes a good prospect for addi- 
tional items. 

From the manager’s point of 
view, there are many other ad- 
vantages in handling a complete 
line. It is unnecessary to study 
the dozens of individual lines in 
order to determine the best fea- 
tures of each; it eliminates a 
considerable amount of time 
spent with field representatives; 
his contacts are limited to a 
large extent to a single distribu- 
tor; and he enjoys better rela- 
tions with his distributor since 
he becomes a good customer of a 
single distributor rather than an 
average customer of several dis- 
tributors. In short, it permits 
him to devote the greater part of 
his efforts to selling instead of 
purchasing. 

In addition to its complete line 
of household appliances, the Bo- 
cock-Stroud Company is success- 
fully merchandising commercial 
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refrigeration devices such as wa- 
ter coolers, ice-makers for hos- 
pitals, market show cases, etc. As 
shown in the accompanying pho- 
tographs, the company displays 
its “full line” in a way that im- 
presses the store prospect with the 
thought that “everything electrical 
is certainly available here.” At the 
left, on suitable shelves, a complete 
line of small appliances are to be 
seen; washing machines, refrigera- 
tors, ranges, in fact everything 
from oil burners to attic fans, will 
be found on display. 

In addition to its electrical de- 
partment, the company has found 
it advantageous to diversify its 
business with a sporting goods 
department, which occupies ap- 
proximately half of the window 
and floor display space. Season- 
al activities are given consider- 
ation in allocating display space 
to the two departments. 

Henry S. Wilson is president 
of the firm. Among those em- 
ployed in the electrical depart- 
ment are H. VY. Trivette, J. B. 
Howerton, C. W. Causey, Paul 
Allred, Glenn Patterson, John 
Cunningham, R. E. McLaughon, 
W. S. Martin, Joe Kenner, H. S. 
McGinty, R. E. Leinback, J. C. 
Sumner, N. F. Crater, W. T. 
Wrenn. 


Portable Heaters Eligible 
For EHFA Financing 


A revised list of appliances eligi- 
ble for financing by Electric Home 
and Farm Authority has just been 
issu:d. The new list, dated Febru- 
ary 18, 1938, now includes portable 
electric space heaters. Effective 
immediately the Authority will 
finance the sale of portable space 
heaters manufactured by the Gen- 
eral Electric Company, Thermador 
Electrical Manufacturing Com- 
pany, Wesix Electric Heater Com- 
pany, and Westinghouse Electric 
and Manufacturing Company. 

The terms under which portable 
space heaters will be financed are 
as follows: minimum down pay- 
ment, 10 per cent; maximum num- 
ber of months when purchased in- 
dividually, 18; contracts covering 
heaters sold in combination with 
other eligible appliances will be ac- 
ceptable for the number of months 
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applicable to the other appliance or 
combination of appliances in the 
sale. 

Portable electric space heaters re- 
tailing for less than $10 are now 
eligible for financing. The regular 
requirement of an unpaid balance 
of at least $40 applies to all con- 
tracts including space heaters. 

Beverage coolers have been omit- 
ted from the revised list for the 
reason that the Authority will dis- 
continue the financing of such 
equipment, after April 1, 1938. 


Water Heater Sales Contest 
Announced For Salesmen . . 


Retail salesmen of electrical wa- 
ter heaters will have an opportunity 
to win prizes varying from $10 to 
$100 for the best letter on “How I 
Sell Electric Water Heaters” ac- 
cording to a recent announcement 
of the National Electric Water 
Heating Council, of the Modern 
Kitchen Bureau. 

Any electric water heater retail 
salesman in the United States, em- 
ployed by either a dealer or operat- 
ing utility, is eligible whether the 
sales are consummated by the util- 
ity or placed through a dealer. 

The three best letters received 
each month will be awarded $10 
each and awards will be made 
monthly throughout 1938. In addi- 
tion, the best letter received during 
the year will be selected as the win- 
ner of the $100 grand prize. 

All entries for any one month 
must be postmarked not later than 
midnight of the last day of that 
month but those bearing later post- 
marks will be entered automatical- 
ly in the following month’s contest. 

According to the announcement, 
ideas are the things that count in 
this contest. Letters may be of 
any length and each salesman may 
submit as many as he likes each 
month. Prizes will be awarded 
strictly on a basis of the value of 
the selling idea and no considera- 
tion will be given to grammar or 
general preparation of the letter. 


Appliance Sales Show Effect 
Of Business Recession 


Reports on January sales of elec- 
trical appliances reflect the effect 
of the recent business recession. 


Electrical vacuum cleaners sold 
in January totaled 118,127 as com- 
pared to 117,810 in the preceding 
month and 124,576 in January, 
1937, according to report by C. G. 
Frantz, secretary of the Vacuum 
Cleaner Manufacturers’ Associa- 
tion. In spite of the decrease in 
comparison with previous months, 
January sales were unusually good 
and represent the second highest 
January in the industry’s history. 

Factory shipments of household 
washing machines in January, 
1938, totaled 72,611 as compared to 
55,843 in December and to 212,754 
in January, 1937, according to J. R. 
Bohnen, executive secretary of the 
American Washing Machine Manu- 
facturers’ Association. 

Household ironing machines 
shipped in January totaled 8,967 as 
compared to 9,180 in December and 
15,894 in the same month a year 
ago. 


Water Systems Plan Book 
Cistributed Recently 


The Plan Book for 1938 of the 
Electric Water Systems Council 
was distributed recently through 
dealers, utility companies and 
other local distributors. It in- 
cludes full details of the Coun- 
cil’s sales program for the cur- 
rent year, and describes the ad- 
ditional promotional materials 
available. A special Plan Book 
for dealers and interesting mail- 
ing pieces for consumers are fea- 
tures. Also, a sound slide film 
entitled “Life in the Country” 
will be given increasingly wide 
distribution. 

The council has adopted as its 
slogan the phrase “Running 
Water—Your Family Deserves 
It.” This slogan is significant 
of the social objective of the 
Council which is the betterment 
of rural living conditions. The 
economic objective of the Council 
is to build closer cooperation be- 
tween utilities and local pump 
dealers in order to bring about 
increased sales. 

The rapid expansion of rural 
electrification which is under 
way gives every indication that 
utility companies and local deal- 
ers face an unparalleled oppor- 
tunity to build load. 





Definite Sales Plan That 
Keeps Men Busy 


LAN Your Work and Work 
Your Plan.” That is what 


the large sales force in the 
electrical appliance department 
of Woodruff’s, Knoxville, Tenn., 
is told to do. 

The words are printed on a 
pocket-size card—one card for 
use each day. On it salesmen 
write their name, the date, and 
the calls which they are to make 
that day. There is space for the 
names of ten persons to call on, 
addresses, and remarks. At the 
bottom are lines for five addi- 


tional calls not planned that day. 

Salesmen are also given pros- 
pect slips on which the salesman 
fills in the name, whether old or 
new customer, business address, 
residence address, what appli- 
ances are now being used, date 
reported, contact date, date in- 
stalled, cash price, date paid, 
manufacturer, model, and tip 
amount. They can also check 
appliances in which the prospect 
is interested, whether electric re- 
frigeration, air conditioning, 
electric range, water heater, 





Name of 





Prospect's 


Check a ( Home’ 
Appliance rend Com. 


Interested In rman ( Air Cond. 


Address 


Elec. Range 
Water Heater 1 
Vac. Cleaner [1] Washer 





Stoker Home (1) 
Stoker Com. 0 


oO 





REMARKS: Useig now, Etc:— 
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Contact . Date Sal 





Date Paid 
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Although Woodruff’s of Knoxville 
is primarily a hardware company, 
their appliance department has 
been developed to a remarkable 
degree as indicated by the 7 
sales staff at the left 


vacum cleaner, stoker, 
radio, attic fan, etc. 

That is all part of a carefully 
worked out plan of salesmanship 
which has steadily built up one 
of the largest volumes of electri- 
cal merchandising in the South. 
A Chicago business expert rated 
Woodruff’s as the second best 
store of its kind in the United 
States, barely behind the first. 

A. J. Winegar, in charge of the 
electrical appliance department, 
worked out a zone system for 
salesmen. The city is divided 
into ten zones, with a salesman 
assigned to each zone. 

Each salesman makes a house- 
to-house canvas in the zone 
assigned to him. He concentrates 
on it, learning it thoroughly, mak- 
ing friends, finding out what 
electrical appliances the people 
have and what they need, and 
getting tips on prospects. 

The salesman gets credit for 
any sales made in his zone, re- 
gardless of whether or not he 
closed it. 

They take turns staying on the 
floor at the main store, half a 


washer, 











* 


day at a time. 

A sales girl also stays on the 
floor all the time and assists the 
zone salesmen who are on the 
floor schedule. 

“We have found the system 
very successful,” said Mr. Wine- 
gar. “The zone system really 
gives a salesman a franchise on 
his territory. 

“He is able to concentrate on 
his section of the city and devel- 
op prospects. He makes friends 
and they in turn tell him of other 
prospects. If a sale is made in 
the store to someone on whom the 
zone salesman already has a 
prospect card then the zone 
salesman is given the lion’s share 
of the commission. 

“Bach salesman keeps a card 
index of prospects and their own 
file system. Besides the tips on 
prospects which they get from 
friends in their zones, the power 
company gives them valuable tips. 
About twenty-five per cent of the 
sales, however, are made by a 
house-to-house canvas. 

“We also advertise extensively 
and have found that important 
in building up sales of electrical 


appliances. We are equipped to 
install complete electrical kitch- 
ens. Our’ sales of _ electrical 


stokers, attic fans and air-condi- 
tioning have grown also so that 
additional salesmen had to be 
taken on for those lines.” 





Fishing Tackle Department 
Helps Appliance Sales . 


LECTRICAL dealers who like 

to fish or have a _ personal 
interest in some other popular out- 
door sport or recreation may profit 
from the experience of B. F. Bun- 
yard, owner of the Bunyard Elec- 
tric Company, San Angelo, Texas. 
Mr. Bunyard likes to fish. Like 
most genuine fishermen, he is 
rather particular about the sort of 
tackle he uses. For a long time he 
had been trying to induce local 
sporting goods departments to 
carry a certain -Norwegian fish- 


hook. He assured these dealers 
that if they would stock the hooks 
he not only would buy a lot of them 
but would see that his friends 
bought too. 

But somehow no dealer ever got 
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B. F. Bunyard, of San Angelo, Texas, is shown here with a few of the 
gar for which he paid bounties as 4 means of stimulating his fishing 
tackle business—a side line in his electrical store taal ia 
“The department not only makes 
a good profit on its own account, 


around to stocking these hooks; nor 
did they stock several other items 
Mr. Bunyard and some of his 
friends needed. So Mr. Bunyard 
bought quite a supply of certain of 
these items himself, ordering 
enough for his friends as well. The 
first thing he knew, he was practi- 
cally in the tackle business, for his 
fishing cronies insisted that he 
order other hard-to-get items for 
them. 

“TI had no idea of getting into 
the tackle business at first,” Mr. 
Bunyard points out, “but when 
there was such a demand for the 
few items I ordered for my own 
use, I began to think about the mat- 
ter from a business standpoint. I 
noted that other stores carrying 
sporting goods were cutting into 
mty business by selling all kinds of 
electrical appliances; so I had no 
ethical scruples about putting in a 
tackle department. 

“It’s one of the most profitable 
departments of the whole business,” 
Mr. Bunyard declares. “In fact, 
during the depression years, the 
tackle department was the only 
unit of the business that made any 
money.” 

The department is limited almost 
entirely to fishing tackle; and the 
merchandise carried is only of the 
best quality in its line—much of it 
unobtainable anywhere else _ in 
town. Hence, the store has at- 
tracted the best type of tackle 
trade. 


but it materially increases store 
traffic,” Mr. Bunyard declares. 
“That obviously helps the entire 
business, especially the sale of 
small appliances and light bulbs.” 

The tackle department is adver- 
tised only modestly and the over- 
head cost of operating it is ex- 
tremely small. Turnover is excel- 
lent because Mr. Bunyard knows 
what sort of tackle to use in local 
streams and he stocks that and 
nothing else. 

Recently, realizing that gar were 
destroying a lot of game fish in 
local streams, he offered a bounty 
of ten cents each on all gar brought 
into his store. During the period 
the offer was open, he paid out over 
$100 in gar bounties; but a large 
part of this came right back to him 
for tackle. 


New Contracts Closed By EHFA 


Electric Home and Farm Author- 
ity announced recently that con- 
tracts had been closed with The 
Central Georgia Electric Member- 
ship Corporation, Jackson, Georgia, 
and the Southwest Louisiana Elec- 
tric Membership Corporation, La- 
fayette, Louisiana. The contracts 
provide that the Authority and the 
utilities will cooperate in financing 
the sale of electrical appliances for 
use by consumers located on the 
utilities’ power lines. 
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TVA Conflict May Clarify 
Fundamental Issues 


HE INTERNAL conflict 
among the three members of 
the board of directors of the Ten- 
nessee Valley Authority may result 
in an investigation which will shed 
light in two directions—upon the 
manner in which this government 
corporation has conducted its 
great enterprises and upon the 
question of national policy raised 
by the nature of these undertak- 
ings, reports the Washington Re- 
view, publication of the Chamber 
of Commerce of the United States. 
The differences in viewpoints 
among members of the board are 
in large measure over the funda- 
mental issue of rela‘ionship be- 
tween the government and private 
enterprise in the electric power 
field. Notwithstanding a multitude 
of statements and various cases in 
the courts, this is a subject still 
very much in need of clarification. 
A clear determination of this is- 
sue of policy may have much wider 
effects than the removal of serious 
ambiguities now confronting pri- 
vate enterprise in the generation 
and distribution of electric energy. 
Nothing can so much contribute to 
widespread uncertainties and hesi- 
tation as ambiguities of this kind. 
If the determination should be as 
all considerations of the public in- 
terest would seem to suggest, the 
effects will be correspondingly of 
general benefit: 
Moreover, such a determination 
would undoubtedly mean immediate 
expenditures of large sums of 


money by privately-owned utilities 
for equipment now needed for gen- 
eration and distribution of addi- 
tional power, these expenditures 
coming at a time when they would 
peculiarly support increasing bus- 


WITH THE 


iness activity. The privately-owned 
companies would then be able to 
finance these developments. 





Utility Commission Adopts New 
Policy On Rate Changes 


Rate reductions through confer- 
ences rather than expensive hear- 
ings will be the policy of the Geor- 
gia Public Service Commission in 
the future according to Chairman 
Walter R. McDonald. 

“On the basis of past confer- 
ences,” Mr. McDonald said, “we 
have found that we achieve quick- 
er results through conferences at 
which the utilities make voluntary 
rate revisions than through issu- 
ance of rule nisis, conducting pro- 
longed hearings and having possi- 
ble court action to compel compli- 
ance with commission orders.” 

One such conference which con- 
cerned itself chiefly with commer- 
cial rates of the Georgia Power 
and Light Company, operating in 
South Georgia, was held early in 
March. 


Large Cash Awards Available 
To Utility Executives 


Cash awards totaling $1,000 for 
the best papers prepared by utility 
executives or engineers on the sub- 
ject: “Advisability of Competitive 
Water Heater Rate and Advan- 
tages of the Water Heater Load” 
have just been announced by the 
National Electric Water Heating 
Council of The Modern Kitchen 
Bureau. 

The award money will be divid- 
ed into two cash prizes of $500 
each. The contest rules specify no 
limit to the length of the article 
that may be submitted. All entries 
must be postmarked before mid- 
night of May 1, 1938. 


COMPANIES 







Industrial Power Salesmen 
Meet In Atlanta 


The Industrial Power Commit- 
tee of the Southeastern Electric 
Exchange held its first 1938 meet- 
ing at the Henry Grady Hotel, 
Atlanta, Ga., March 3 and 4. T. L. 
Bissell, Alabama Power Company, 
chairman of the committee, presid- 
ed. 

A special feature of the meeting 
was an address by John J. Galla- 
lee, professor of mechanical and 
steam engineering, University of 
Alabama, who described develop- 
ments in modern steam and inter- 
nal conbustion engine power plants 
as applied to central station and 
industrial plants. 

Others who appeared on the first 
day’s program were C. E. Ander- 
son, Virginia Public Service Com- 
pany, who discussed power factor 
correction; E. M. Clapp, Georgia 
Power Company, who spoke on 
large commercial air conditioning 
load as a revenue builder; P. D. 
Lawrence, Virginia Electric & 
Power Company, who presented a 
study of service practice with re- 
gard to industrial customers; P. 
M. Shacklett, Tennessee Electric 
Power Company, who spoke on 
electric furnace installations; and 
W. A. Moore, Mississippi Power 
& Light Company, who discussed 
the relation of the power salesman 
to industry. 

The second session of the meet- 
ing included a talk on selective 
selling by C. N. Rackliffe, Caro- 
lina Power & Light Company; an 
address by Francis C. Smith, as- 
sociate editor, Southern Power 
Journal, on the paper industry, its 
scope and what it will mean to the 
South; and a discussion of starting 
imitations for large motors by 

(Continued on page 44) 
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ELECTRIC APPLIANCE SURVEY 
Provides Valuable Sales Data 


JRE dealer’ sales of 
electrical appliances 
through a closely knit 


working plan of dealers and util- 
ity company is the goal of Ar- 
kansas Power & Light Company 
in a cooperative plan recently an- 
nounced. The Arkansas company, 
long a leader in extending rural 
electrification lines, has taken a 
long step forward in dealer co- 
operative work. 

A major part of the plan was 
a survey covering every one of 
the more than 70,000 meters on 
their lines, requiring six weeks’ 
time by a crew of power company 
employees. Two reports were 
made in the survey, one cover- 


NTIAL CusTOMER 
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By Nat M. Johnson 


ing residential customers, and 
the other commercial customers. 

Information obtained is a re- 
sume of the status in the home 
or business establishment in re- 
gard to electrical equipment. The 
form used in the residential sur- 
vey shows make of each major 
appliance on hand, age and con- 
dition. 

The commercial sheet shows 
other information, such as _ re- 
modeling plans contemplated, at- 
titude towards present equip- 
ment, new equipment to be pur- 
chased, whether or not lighting 
is satisfactory, and a list of ap- 
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pliances in use and their age and 
condition. 

Summaries of the information 
thus obtained are to be furnished 
to electrical appliance dealers on 
all customers in the _ territory 
they serve. Should a dealer sell 
in a half-dozen towns or com- 
munities, he will be given lists of 
all consumers in each of the 
towns or sections. 

The summary is made on a 
large sheet, which shows town, 
customer’s name, make and age 
of appliances on hand. An “X” 
in any particular appliance col- 
umn indicates that the customer 
does not have that appliance. 

Copies of summaries will be 
furnished all dealers who may be 
interested—the extent they take 
advantage of the assistance fur- 
nished by the Arkansas Power 
& Light Company is up to them. 

The cooperative movement was 
explained to dealers in a series 
of seventeen meetings. Letters 
were sent from the commercial 
department in Pine Bluff to all 
dealers, with copies to local and 
district managers. These were sup- 
plemented by personal invitations 
from the power company manag- 
ers. 

At each of the meetings a deal- 
er “survey” was made. A repre- 
sentative of each firm present 
was asked to fill in a card giving 
such information as name of 
firm, street address, city, number 
of outside sales people, number 
on sales floor, towns _ served, 
makes of appliances sold, etc. 

These cards were used in 
checking lists of dealers to whom 
copies of the summaries of the 
general survey are to be sent. 

Dealer meetings were’ in 
charge of Max Sudduth, of the 
commercial department, working 
under P. C. Tucker, general sales 


One of the forms used by the Ar- 
kansas Power & Light Co. to de- 
termine appliance saturation 









STANDARD EQUIPMENT— Select- 
A-Speed Calrod is standard equip- 
ment on each new 1938 Hotpoint 
Electric Range, except model RA158. 
So fo me ——— Sey 


a Ka 


5 COOKING SPEEDS — Intense 
High Speed, Half, Quarter, Thrift, 
Warm. Easier than tuning your radio. 


REMOVABLE PANS—Quickly and 
easily removed, in two'sections, for 
cleaning. An exclusive feature of 


Select-A-Speed and Standard Calrod. 


8% MORE SPEED 
THAN EVER BEFORE! 


Hotpoint gives you the outstanding electric 
range selling feature of the year in Select-A- 
Speed Calrod—revolutionary new cooking 
unit that shatters all former records for cook- 
ing speed and economy. 


Here are the facts: 


5 COOKING SPEEDS—Exactly the right heat 
for every cooking need. SPEED (1300 watts) 


Mou 


SELECT-A-SPEED CALROD 


new, intense High heat to start foods cooki 
quickly. HALF (650 watts) for fast frying an 
sauteing; also deep fat frying. QUARTER 
(325 watts) for slow frying, and boiling. 
THRIFT (160 watts) maintains a gentle boil. 
WARM (80 watts) keeps foods and bever- 
ages at correct serving temperatures, without 
scorching or drying out their luscious goodness. 


FASTER—Select-A-Speed’s 1300 watt HIGH 
heat has 8% more speed than conventional 
1200 watt units. 


TIME-RELEASING—Less watching and stirring. 
ECONOMICAL—For example: 


64% saving of electricity in 
cooking rice and milk, com- 
ared to the double boiler; 
42% to 47% saving in cooking 
dried fruits; 20% to 30% saving 
in cooking most vegetables. 
Translate these facts into 
terms of your business. Think 
of the advantage they give 
your salesmen in winning in- 
terest in electric cookery, and 
closing more sales faster. Get 
the full story of Select-A- 
Speed. Don’t delay. See your 
otpoint distributor today. 
Edison General Electric Appliance Co., Inc. 
5614 W. Taylor St., Chicago, Ill. 


THE SALISBURY 





Hotpoint’s popular built-to-the- 
floor model. Full porcelain enamel, 
one Select-A-Speed Calrod, two 
Standard Hi-Speed Calrod Units. 
Thrift Cooker. Deluxe Lamp and 
white Condiment Set. Moderne 
Timer-Clock with built-in Time 
Chime. Warming Compartment. 
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From the individual survey sheets, master lists on forms of this type 
were prepared for distribution among the dealers in each town 


manager. Others who attended 
them from the commercial de- 
partment were Charles Evans, J. 
T. Tuohey and Paul F. Denson, 
with Mr. Tucker attending some 
of them. Local and district man- 
agers also attended. All meet- 
ings were held in the evening. 
A very complete sales manual 
has been prepared by the power 
company and copies of it were 
distributed in person by the local 
managers to all dealers selling 
electrical appliances. This book 
is entitled “Full Sales Ahead in 
1938—Dealer-Utility Sales Plan.” 
It is a 24-page book, letter size, 
made up in the company’s dupli- 
cating department. It outlines 
the cooperative plan in consider- 
able detail, listing the many 
sales possibilities to both resi- 
dential and commercial users. 


In the plan, the utility com- 
pany recognizes and appreciates 
the value of the dealer’s sales; 
and also that the dealer must se- 
cure a satisfactory profit from 
his sales. 

Last summer the utility com- 
pany put all of its salesmen on 
straight salaries in order to elim- 
inate the “competitive” feeling 
between the company and appli- 
ance dealers. 

Copies of newspaper advertise- 
ments were furnished dealers 
well in advance of their use, in 
order that the dealer might tie in 
with the utility’s advertising. 

Noticeable in the power com- 
pany’s advertising is the elimin- 
ation of the names of specific ap- 
pliances, and each advertisement 
carries the line, “Buy appliances 
from your Local Dealer.” 


This form was used in making the commercial appliance survey. On 
the reverse side a list of appliances was given with suitable space to 
indicate whether appliance was in use, idle, in need of repair, or 
whether the establishment was a good prospect for that item. 
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Industrial Power Salesmen 
Meet In Atlanta . 7 
(Continued from page 41) 


W. P. McCutcheon, Birmingham 
Electric Company. 

The meeting was closed with an 
address by W. E. Mitchell, presi- 
dent, Southeastern Electric Ex- 
change. 

One of the features of the meet- 
ing was the presentation of a power 
sales manual prepared by the com- 
mittee to John W. Talley, executive 
secretary of the Southeastern Elec- 
tric Exchange. 


Utility Fleet Operations To Be 
Discussed At SAE Meeting 


The subject of public utility 
fleet operation will receive special 
attention at the Transportation 
and Maintenance Regional Meeting 
of the Society of Automotive En- 
gineers which will be held at the 
Hotel Statler, Cleveland, Ohio, 
April 28-29. 

Among the subjects that will be 
discussed are: “Present and Fu- 
ture Trends in Public Utility 
Truck Bodies and Equipment,” 
“Application of Truck Chassis to 
Public Utility Use,” “Engine De- 
posits—Cause and Effect,” and 
“Economy of Snow-Mud Tires vs. 
Conventional Tires With Chains.” 

F. A. Newton, Commonwealth 
and Southern Corporation, will ad- 
dress the meeting at the Utilities 
Dinner on the subject “Some In- 
teresting Facts About TVA.” 


Virginia Utility Abandons 
Direct Appliance Sales 

The Virginia Public Service 
Company is withdrawing from the 
direct merchandising of electric 
appliances throughout the terri- 
tory served, according to an an- 
nouncement on new sales policies 
made by Alex Speer, president of 
the company. 

In abandoning the direct mer- 
chandising, the company is follow- 
ing the example of many neighbor- 
ing utilities where dealer-utility 
sales plans have been in operation 
for some time. The company is 
preparing a plan which will make 
available to all dealers the facilities 
of the company for stimulating 
sales, . 
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Premier’s dominating Spring 
Campaign in The American 
Weekly offers an astounding 
value. Are you featuring it? 


Giant Ad Campaign 


in The American Weekly 
is rolling up sales 
for dealers 


By all odds the most sensational mer- 
chandising drive of the year on vacuum 
cleaners is this Premier campaign. 
Dealers say it is putting their cleaner 
business on a quality basis and bring- 
ing them the profit they’re entitled to. 
This big Spring campaign is just 
starting! The ads appear all through “es « 
April and May. That means there’s ee 
still time to profit from this advertising Y = B: 
—if you act now. Rush coupon today. — 


Quality Dealers AY / 


PREMIER 


One of America’s Largest-Selling 
and BEST-KNOWN VACUUM CLEANERS 





First Unit Type Substation in South 


Pioneered in Alabama 


ECOGNIZING the need for 
R a more economical method 
of tapping high voltage 
transmission lines for rural and 
small community service, the 
Alabama Power Company has 
pioneered the development of a 
complete distribution substation 
with all modern protection fea- 
tures combined as one unit and 
housed in a common tank. 
Gadsden, Alabama, was chosen 
as the site for this trial unit in- 
asmuch as it was necessary for 
other reasons to change the lo- 
cation of one of the substations 
serving this community. The dis- 
tribution system at Gadsden is 
an ideal set-up for a trial] in- 
stallation of this kind as it has 
an additional source of power 
that can be called upon to carry 
the load in an emergency. The 
compactness of the unit made it 
possible to locate it near the load 
center of the system. 
The unit is a three-phase, 1500 
kva, 44 kv to 4.16 kv “Y” installa- 
tion. The tank is divided into 
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This unit type substation provides an econom- 
ical method of tapping high voltage lines 
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four sections. The main section 
extends the full height and width 
and about two-thirds of the 
depth of the tank and contains 
all of the transformer units with 
their associated terminal boards 
and protection links. 


Transformers Assembled as Unit 


The regulating, series, pre- 
ventative auto, as well as the 
auxiliary, and potential and cur- 
rent transformers are all mount- 
ed to form a unit assembly which 
is braced to the tank walls. 

The high voltage no load tap 
changer, barriers for the protec- 
tive links, and the high and low 
voltage terminal boards are in- 
cluded in the core and coil as- 
sembly. 

The remaining third of the 
tank in front of the transformer 
compartment is divided into 
three sections. The largest of 
these is the control compartment 
which is the lower two-thirds of 
the front and holds all the con- 
trol eyuipment for automatic and 

manual operation of 

BPP the low tension air 

£ ga circuit breaker and 

EB ede oad tap changer, as 

ae vell as the nitrogen 

cylinder and control 

valves for the iner- 
taire equipment. 


All Space 
Utilized 


The space above 
the control compart- 
ment is divided by a 
vertical barrier into 
two sections. The 
one on the right side 
ho'ds the air circuit 
breaker and its op- 
erating mechanism. 
The one on the left 
is an oil tight com- 
partment for the 
load tap changer. 
The high and low 
voltage lightning ar- 
resters are mounted 
on the cover and 
connected to the 
bushings. 


The high voltage protective 
link is mounted on the lower end 
of the high voltage bushing and 
the low voltage protective link is 
mounted at the lower end of a 
micarta structure which is sus- 
pended from the cover. The core 
and coil assembly is a complete 
unit made up by mounting on a 
common frame all of the trans- 
former units together with the 
terminal boards and protective 
link barriers. 

The main or regulating trans- 
former, the preventative auto 
transformer, and _ the _ series 
transformer are all core type 
construction using round pan- 
cake coils for the high voltage 
windings. The no _ load _ tap 
changer is mounted on the high 
voltage side of the core and coil 
assembly. Two tap changers are 
used and are operated from sep- 
arate band wheels. 


Flexibility Important Feature 


The entire assembly affords a 
flexible three phase substation 
that has the conventional protec- 
tive features as well as thermal 
protection. The load tap changer 
affords step voltage regulation to 
the distribution feeder and does 
not require an external voltage 
source. The feeder is cleared by 
an air circuit breaker with the 
conventional tripping and reclos- 
ing relays. The dead space be- 
tween the oil level and top of the 
transformer tank is filled with 
nitrogen and an even pressure is 
maintained with a _ conventional 
type regulating valve and nitro- 
gen cylinder. 

This new unit provides a com- 
pact station only 9° 4” square 
and 14’ 6” high, with one regu- 
lated feeder protected with an 
air circuit breaker. The metering 
as well as automatic equipment 
is of conventional design. This 
type of equipment has definite 
possibilities, especially in con- 
gested business as well as resi- 
dential areas, because of its 
small space requirements. It will 
no doubt reduce the cost of dis- 
tribution substations. 
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A CARLOAD 
of KILOWATTS 


IF ELECTRICAL energy were shipped by the carload 
you would want it securely packaged so that not one 
single watt could be lost in transit. 





Walker steel and aluminum cabinets for all types of 
electrical installations help solve your packaging prob- 
lem by providing complete protection at crucial points. 
They are a MUST in any modernization program. 





















New pullout switch for service en- 24-gang installation for complete meter en- 








trance and range or water heater. Popular die-cast aluminum alloy cab- closure with bus trough and service entrance 
Strength, compactness, ease of instal- inet. Rust-proof, weather-proof, and switches or circuit breakers. This, as well as 
lation, and economy of price make tamper-proof. Nothing better for other arrangements, can also be furnished for 
it tops for its purpose. »utdoor installation. socket type meters. 





WALKER ELECTRICAL CO. 
ATLANTA, GEORGIA 


Exchange Features Current Problems 


In Annual Conference Program 


ITH many difficulties 
ruffling the calm of the 
utility situation in the 


Southwest, the Fifth Annual Con- 
ference of the Southeastern Elec- 
tric Exchange to be convened at 
the Edgewater Gulf Hotel, near 
Biloxi, Miss., April 21 for three 
days, will prove of considerably 
greater significance than the usual 
regional utility meetings. 

The Exchange has been most 
fortunate in obtaining some of the 
outstanding leaders of the electrical 
industry to appear on its program. 
Their comments on the timely sub- 
jects shown below in the tentative 
program should prove most helpful 
to the industry in meeting the 
problems that confront it. 

As in the past, a considerable 
part of the program will be devoted 
to the selling phase of the Ex- 
change companies’ activities. Be- 
cause of the splendid achievements 


of many southeastern companies 
in this field, these papers will un- 
doubtedly attract national interest. 

The tentative program of the 
conference follows: 


Thursday—April 21 
Call to Order—President W. E. 


Scenes at 
Biloxi . . 


Mitchell, Georgia Power Co. 

Address of Welcome — Mayor, 
City of Gulfport. 

Response—R. L. Lindsey, vice 
president and general manager, 
Durham Public Service Company, 
Durham, N. C. 

President’s Address — W. E. 
Mitchell, vice president and general 
manager, Georgia Power Company, 
Atlanta, Ga. 

Development of Rural Electrifi- 
cation — Senator Dudley Bagley, 
chairman, North Carolina Rural 
Electrification Authority, Raleigh, 
N. C. 

Industrial Development of the 
South—Harry Hoffman, chairman, 
Mississippi Industria] Commission, 
Jackson, Miss. 

Report—Chairman, Accounting 
Section—H. E. Simpson, secretary- 
treasurer, Florida Power and Light 
Company, Miami, Florida. 

Utility Pioneering—Jack Owens, 
president, Oklahoma Gas and Elec- 
tric Company, Oklahoma City, 
Okla. 


Thursday Evening 


Address—C. W. Kellogg, presi- 
dent, Edison Electric Institute, 
New York, City, N. Y. 


For Men Like Our Mountains— 
Bryan C. Hanks, president, Florida 
Power and Light Company, Miami, 
Florida. 


Friday—April 22 


Report—Chairman, Engineering 
and Operation Section—C. B. Mc- 
Manus, assistant operating manag- 
er, Georgia Power Company, At- 
lanta, Ga. 

Public Utility Accounting Under 
Present Day Regulations — Chas. 
Drummond, chief accountant, State 
Corporation Commission of Vir- 
ginia, Richmond, Va. 

Manufacturers’ Interest In The 
Utility Business—C. E. Wilson, ex- 
ecutive vice president, General 
Electric Company, Schenectady, 
New York. 

Economic Planning For Public 
Utilities — Maurice Scharff, con- 
sulting engineer, New York City, 
N.. ¥. 

Sound Planning, Operation and 
Expansion—E. C. Stone, assistant 
to president, Duquesne Light Com- 
pany, Pittsburgh, Pa. 


Friday Evening—Banquet 


Toastmaster — Barney Eaton, 
president, Mississippi Power Com- 
pany, Gulfport, Miss. 

The Public’s Point of View of 
the Utility Industry—W. T. An- 
derson, editor, Macon Telegraph, 
Macon, Ga. 


Saturday—April 23 


Report—Chairman, Sales Section 
—S. P. Vecker, general sales man- 
ager, Carolina Power and Light 
Company, Raleigh, N. C. 

Selective Selling—O. M. Jackson, 
merchandise manager, Georgia 
Power Company, Atlanta, Ga. 

National Kitchen Modernizing 
Program—Irving W. Clark, Kitch- 
en Planning, Westinghouse Elec- 
tric & Manufacturing Company, 
Mansfield, Ohio. 

Organized Salesmanship, The 
Answer to Diesel Competition—C. 
A. Eastman, Ebasco Services, Inc., 
New York City, N. Y. 

Some Observations on Load 
Mortality—C. E. Greenwood, com- 
mercial director, Edison Electric 
Institute, New York City; N. Y. 
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Cnnounces LUIKY 7° 


PROGRAM! 


MODELS 
An Electric Roaster to fit every individual's personal 
requirements! 


PRICES 
No lost sales ... 7 models in 7 different price classes 
... a Roaster to fit every purse! 


YEARS 
NESCO leads the field in consumer acceptance built 
through 7 years of Roaster development and production! 


MERCHANDISING AIDS 
Consumer advertising. Cooking Schools. Consumer 
slide film. Point of Sale Displays. Consumer circulars. 
Recipe booklets. Trade paper advertising. 


White fon catalogue on complete 1938 fine. 


NATIONAL ENAMELING AND STAMPING COMPANY 
Electrical Division, Executive Offices: 

271 E N. TWELFTH STREET MILWAUKEE, WISCONSIN 

Factories and Branches. MILWAUKEE ~— CHICAGO — NEW YORK — BALTIMORE 

PHILADELPHIA — GRANITE CITY, ILLINOIS — SAN FRANCIGCO — DALLAS 


WORLD'S LARGEST MANUFACTURER OF HOUSEWARES SQ [J==) \ 7 <—O> KE] Sa OCTINWARE © GALVANIZED WARE » ELECTRIC 
INCLUDING ENAMELED WARE « JAPANNED WARE « | ANY ‘ KW? > hry TAT) APPLIANCES « KEROSENE RANGES AND HEATERS 
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Louisville Company Celebrates 
Its Hundredth Anniversary 


A 32-page rotogravure section 
devoted entirely to the Louisville 
Gas and Electric Company was a 
feature of the Louisville Courier- 
Journal of February 13. On that 
day the Louisville Gas and Electric 
Company celebrated its 100th an- 
niversary. 

The rotogravure section, com- 
memorating a century of service 
by the company, presented high 
lights in the history of both the 
city and the company. 


Electric Cookery Feature Of 
Utility Promotion Plan 


Advertising and sales promo- 
tion of electric cookery will be 
the main feature of the Birming- 
ham Electric Company’s activity 
during 1938, some 100 dealers 
were notified at a recent meeting. 
Estimates as set up by the com- 
pany call for the sale of 1,600 
ranges during the year by both 
dealers and the utility or an in- 
crease of 156 per cent over 1937. 

The company reported that the 
sales curve on ranges in the city 
is “fast becoming steeper” and 
that factors combine to form a 
favorable market situation in the 
city. Among the factors men- 
tioned were the perfection of the 
electric range, continued down- 
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ward trend of electric rates, in- 
crease in home modernization 
and aggressive city-wide advertis- 
ing and sales promotion. The 
utility has set up a $50,900 bud- 
get for advertising in 1938. 

Along with the electric range 
the electric water heater will be 
promoted “as past experience 
proves that the electric water 
heater sells best as a companion 
item to the electric range.” For 
1938, estimates call for the sale 
of 350 water heaters in the city, 
an increase of 180 per cent over 
1937 when an average of one water 
heater for each five ranges was 
sold. 


New Manager For Georgia 
Power & Light Co. 


J. F. Bailey, former manager of 
the Northern Division of Florida 
Power Corporation, was recently 
made vice president and general 
manager of Georgia Power and 
Light Company, Valdosta, Ga., 
succeeding Roland Fitch, Sr., re- 
signed. 


Recent Rate Reductions 


New rate schedules for the South- 
western Gas and Electric Company, 
Shreveport, La., were announced re- 
cently by the Louisiana Public Serv- 


ice Commission which will result 
in rate reduction to residential, com- 
mercial and power customers. 


Tulsa Adopts Underground Networks 
The entire city of Tulsa, Oklahoma, changed over from a radial distribution under- 


ground system to a network system last year. 


Twenty-five 500-kva inerteen-filled 


network transformers and network protectors were installed. This installation is ad- 
ditionally significant in that it is the fist sarees to use -_ ree filled 


with non-inflammable liquid ; : 


The new schedule, which will go 
into effect with billings after March 
1, will save customers approximately 
$135,000 annually. 

+ * oo 

A recent rate reduction an- 
nounced by the Birmingham Elec- 
tric Company, which became effec- 
tive February 1, will save domestic 
electricity consumers more _ than 
$100,000 annually. 

The reduction amounts to one- 
half cent per kilowatt hour on the 
first 10 kilowatt hours per room, 
and represents the fourth reduction 
made by the company since it put the 
objective rate plan into effect on 
April 1, 1935. 

It is anticipated that a further 
reduction will be made later in the 
year at which time the room basis 
for calculation of customers’ bills 
will be abolished entirely, and the 
rate will be greatly simplified. 

2 * ab 

Fourteen North Carolina towns 
will benefit from reduced rates to 
municipalities by the Carolina 
Power and Light Company, it was an- 
nounced recently by Stanley Win- 
borne, head of the state utilities 
commission. 

The rate reduction will result in a 
total saving for the group of ap- 
proximately $36,000 annually. If 
the municipalities enter into a ten- 
year contract, an additional reduc- 
tion of three per cent will be avail- 
able which would bring the total to 
$45,000. 

* ca a 

Plans have been made for the 
merger of the Gulf States Utilities 
Company, the Louisiana Steam Gen- 
erating Company, and the Baton 
Rouge Electric Company, according 
to announcement by Tom P. Walker, 
president of the Gulf States firm. 

As a result of the proposed con- 
solidation, rates in Baton Rouge and 
other cities affected will be re- 
duced approximately $100,000 an- 
nually. The consolidated firm will 
undertake a construction program 
costing $7,000,000 in 1938. 

7 + ~ 

A genera] reduction in rates affect- 
ing practically all classes of custom- 
ers was announced for the Duke 
Power Company by the state utilities 
commissions of both North Carolina 
and South Carolina. ‘ihe annual re- 
duction to Duke customers in North 
Carolina will amount to approxi- 
mately $838,000 while the reduction 
to South Carolina customers will 
total $303,000. 

The new residential rate, which 
becomes effective on meter readings 
taken after March 1, includes 80 
cents for the first 10 kwh each 
month; 4 cents each tor the next 40 
kwh; 2.5 cents each for the next 80 
kwh; and 2 cents each for all kwh 
in excess of 130. 

A large part of the reduction will 
go to commercial customers. The 
new rate is as follows: 80 cents for 
the first 10 kwh each month; 4 
eents each for the next 90 kwh; 
3.5 cents each for the next 300 kwh; 
2.5 cents each for the next 1,600; 1.7 
cents each for the next 8000 kwh; 
and 1.25 cents each for the next 
10,000 kwh. 
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ITS 4 PLUS FEATURES 


GIVE YOU 


EXTRA 
SELLING 
POINTS! 


ONE-HAND PORTABILITY 


The mixer slides off the stand with 
one hand —there is nothing to re- 
lease or detach. You can take it 
anywhere—mix in any bowl or pan. 


ONE-HAND OPERATION 


The speed control switch is located 
so it can be operated with the | 
thumb of the same hand that holds | 


the mixer—leaving the other hand 
entirely free. 


BOWL CONTROL 


The bowl revolves automatically— 
and can be shifted while mixing 
by use of a simple lever, to prevent 
the mixture from piling up. 
Assures thorough mixing. 


4 


ONE-PIECE BEATERS 


Full-depth double beaters are in 
one unit. They are attached by a 
single thumb screw—and can be 
detached and cleaned without soil- 
ing the hands. 


You’re never lost for words when selling the Hamilton 
Beach Food Mixer. In addition to its full power at all 
speeds, wide speed range and modern design, the Hamil- 
ton Beach has 4 plus features—extra advantages for 
greater cooking convenience. That means extra selling 
points for you—each easily demonstrated—all helping 
you to make quick, sure sales. Emphasize these features. 
Show every customer how much more she gets with a 
Hamilton Beach at no added cost. 


Sales-Building Display Suggestions 


Well displayed the Hamilton Beach captures your cus- 
tomers’ interest . . . creates the desire for ownership . . . 
stimulates sales. The more you show the more you sell. 
Display them in the window, on the counter, and in ev- 
ery department . . . with ranges, refrigerators, housewares 
and laundry equipment — make two sales instead of one. 


POWERFUL SALES HELPS FURNISHED FREE 


For the dealer we supply an impressive assembly of tie- 
up material—appealing window and counter displays, 
folders, mailing cards and newspaper mats—all free on 
request. For downright customer satisfaction, easier sales 
and bigger food mixer profits, put your effort behind 
the Hamilton Beach. Your wholesaler will supply you. 
Write to us for free dealer helps. 


HAMILTON BEACH COMPANY, RACINE, WIS. 


Division of Scovill Manufacturing Co. 


HAMILTON BEACH 
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ELECTRIC 


In this section: Building 
and using a portable mo- 
tor analyzer . . . Emer- 
gency repairs to com- 
mercial refrigeration 
unit utilizes wash tub, 
hose and copper tubing. 





Building A Portable 


Motor Analyzer . . 
By Allen Parker 


ANY small service compan- 

ies have purposely neglect- 
ed the soliciting of repairs to 
small appliance motors because 
they have insufficient testing 
equipment and have been unable 
to handle the work economically. 
When we found ourselves in this 
predicament, we began looking 
around for an instrument that 
would serve to make the neces- 
sary tests and give results accur- 
ate enough for practical pur- 
poses. We wanted an outfit that 
would be adequate for shop use, 
yet portable enough for use on 
premise jobs. Also, we wanted 
one that would cost less than $25. 


PNR Nela SERVICE 


By designing and building our 
own testing instrument, we have 
been able to obtain an instru- 
ment that will fulfill the above 
requirements. Most of the equip- 
ment used was purchased from a 
wholesale radio house. This ma- 
terial included one_ voltmeter, 
0-300 volts; one voltmeter, 0-1% 
volts; one ammeter, 0-30 am- 
peres; one transformer 110 volts 
to 1,100 volts; one phone jack; 
one button switch; four toggle 
switches; two electric heating 
elements for use as_ resistors; 
and four household type single 
convenience receptacles. We also 
purchased two panels of 3/8- 
inch plywood and from our shop 
we obtained the necessary lamps, 
receptacles and screws. 

A cabinet was constructed 








7 W. PILOT 
LIGHT 


ui 
PHONE JACKS 








Schematic diagram of connections in portable motor analyzer 


Appliance service men are 
invited to make use of 
this department for the 
exchange of ideas on 
electric appliance servic- 
ing. Payment will be made 
for all material published. 





from the plywood with dimen- 
sions of 20 inches in length, 14 
inches in height and depth of 8 
inches. Demountable covers were 
made for both front and back so 
as to make the excess space in- 
side available for carrying extra 
test leads, prods, etc. 

The front panel upon which 
the instruments were mounted 
was also made of plywood but 
this panel was sprayed black 
with several coats of black lac- 
quer paint and then sanded with 
00 sandpaper until the finish 
could hardly be_ distinguished 
from bakelite. The remainder of 
the cabinet was stained and 
shellaced. 


Method of Using 


The general appearance of the 
instrument is shown in the ac- 
companying phonograph. All cir- 
cuits and connections are shown 
in the diagram which is self-ex- 
planatory. The operations neces- 
sary to make various tests on 
small motors are as follows: 

To test voltage — Connect re- 
ceptacle No. 1 across line and 
close switch No. 6. 

To use volt meter for continu- 
ity test—Connect receptacle No. 
1 across line, insert plug of the 
test leads in receptable No. 3 and 
use test prods. Switch No. 6 must 
be off. 

To use test lamp for continuity 
test— Connect receptacle No. 1 
across 110 v. line, insert test light 
plug in receptacle No. 15 and use 
test prods. 

To test for insulation break- 
down with 1100 volts—Connect 
one test clip to stator winding 
leads and one test clip to motor 
frame, insert phone plugs in 
phone jacks Nos. 11 and 12, 

(Continued on page 60) 
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We Can Help 
You Do Your Buying 


ELECTRICAL SOUTH WILL GLADLY HELP YOU DO YOUR BUYING 
TELL US WHAT YOU WANT AND WE CAN SAVE YOU TIME AND POSTAGE 


The manufacturers who advertise theirproducts in ELECTRICAL SOUTH are obvious- 
ly making a special and direct effort to secure southern business. These manufacturers, in 
nearly every case, have representatives located throughout the South and have distribution 
facilities-to give the southern trade prompt and efficient service. 








Look over the items advertised and described in this issue of ELECTRICAL SOUTH 
and if you will tell us the ones in which you are interested, we shall be glad to have manu- 


facturers send you further information about them. 


You will find listed on the back of this page the firms whose goods are advertised. 
A number is placed immediately preceding each name. On the post card below are shown 
corresponding numbers. All you have to do is to circle or check the numbers on the card 
that correspond with the numbers which precede the names listed on back of this page. Mail 
the card to us. It requires no postage. We will gladly forward your name to the manufac- 
turers indicated by the numbers checked and ask them to send you additional information. 














Postage 
Will Be Paid 


No Postage _ 
Required... 


Pub. Co. 





renee FOR BUSINESS REPLY CARD 
YOUR CONVENIENCE FIRST CLASS PERMIT NO. 562, SEC. 510, P. L. & R., ATLANTA, GA. 
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Emergency Repairs On 
Refrigeration Unit 
By C. L. Howard 


T WAS four o’clock on a Sat- 
urday afternoon when I got a 

rush call to go to the largest 
meat market in town. Arriving 
there I found that their refriger- 
ating equipment was down. 
There was about seven or eight 
hundred dollars worth of meat 
on hand and the proprietor nat- 
urally was anxious to keep losses 
to a minimum. Another service 
man had been called on the job, 
but after working a few hours, 
he had given the job up as hope- 
less. There was a chance that I 
could get all this firm’s future 
service work if I could make good 
on this job. 

I made a few tests and found 
that because of the very hard 
water that had been flowing 
through the system for years, the 
water line through the liquid re- 
ceiver of the water cooled ma- 
chine was clogged up 100 per- 
cent. As a result the gas would 
not liquify and was flowing out of 
the receiver in a gaseous state. 


Air Pressure No Help 


My first thought was to re- 
move the liquid receiver and try 
to open the water line by blowing 
it out with compressed air, but 
although I applied a hundred 
pounds pressure I was unable to 
force through more than a drop 
or two of water. Next, I bought a 
gallon of acid and tried to force 
this through the pipe. The total 
results from this operation were 
a few spoonfuls of foamy, yellow 
corrosion, even though I kept the 
acid under high air pressure. 
After an hour of hard work I re- 
alized that I was not going to get 
far with trying to open up the 
water passages in the receiver, 
and that the only permanent so- 
lution was to obtain a new liquid 
receiver. 

However, this brought up an- 
other bothersome point. Since 
it was Saturday I knew that the 
parts distributor a few hundred 
miles away would be closed. That 
meant that even a_ telegram 
would not get a new receiver 
started on its way until Monday 
morning, and that it could not 
possibly arrive until Tuesday or 
Wednesday. Meanwhile what 
about the stock of meat? I knew 
I had to do something quickly. 


Knowing exactly how the sys- 
tem worked, I decided to install 
a makeshift system for conden- 
sing the gas. I realized that 
there would be an item of ex- 
pense involved in doing this but 
at the same time, I was sure that 
the store keeper would be glad to 
pay any reasonable bill if it 
would save his investment in 
meats. -Without waiting to get 
an official okay, I went around 
the corner to a hardware store 
and purchased an ordinary wash- 
tub and a length of garden hose. 


Wash Tub, Hose and Tubing 
Used for Condenser 


Back at the store I punched a 
hole in the side of the tub near 
the upper edge and soldered in a 
fitting. Then I disconnected the 
water lines going to the liquid 
receiver, and using the rubber 
hose, I made connections to the 
tub as shown in the sketch. 

Next, I brought in a 30 foot 
length of copper tubing from my 
service truck and made a coil 
that would fit inside the tub. I 
connected the ends to the com- 
pressor and to the liquid receiv- 
er. I started up the machine 
and adjusted the gas to suit the 
increased length of the system, 
resulting from the added tubing. 

With the water flowing slowly 
into the tub I found that the sys- 
tem was working fairly well but 
I realized that the capacity of 
the machine would require a con- 
denser coil of greater diameter 
and length. I left the machine 
running and went back to the 
shop after a fifty foot piece of 
52 inch tubing. 

Upon arriving back at the mar- 
ket I found that the machine was 
already lowering the tempera- 
ture in the cooler, and that the 
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proprietor was satisfied with the 
results I had obtained. How- 
ever I went back to work and 
substituted the 50 feet of 5% inch 
tubing for the 30 feet of % inch 
tubing. After getting this coil 
in operation and increasing the 
rate of water flow slizhtly, the 
machine was working perfectly. 

The proprietor was delighted 
when I stopped in just before 
closing time that night. He 
swore the machine hadn’t run so 
efficiently in several years, and 
he all but insisted that I leave it 
as it was—washtub and all. I 
explained to him that the liquid 
receiver water system had been 
gradually closing up for some 
time and lowering the efficiency 
of the machine little by little. I 
assured him that when a new re- 
ceiver was installed, he would 
find that the machine would be 
as good as new and that he would 
not have to be bothered with the 
tub and the extra coil of tubing. 


Receiver Out of Stock 


Unfortunately, the liquid re- 
ceiver was out of stock at the 
distributors, and it was more 
than a week before one finally 
arrived. I installed it and tuned 
up the entire machine, and it 
worked as I had promised it 
would. I presented my itemized 
bill, at which the proprietor re- 
fused to look. 

“Tell me, what is the total?” 
was all he wanted to know. “You 
saved me plenty of money and 
whatever you ask is all right 
with me.” I told him the 
amount, and he handed over the 
cash. As I was turning to leave 
he called after me, “Here, let me 
cut you a nice steak for dinner, 
and you can bet you will get all 
of my work from now on.” 





ORIGINAL CONNECTION 


WATER COOLED 
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Diagram of connections and equipment improvised to permit operation 
of commercial refrigeration installation even though water tubes of 
liquid receiver were completely closed by corrosion 5 Leth en 8, 
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MoTOR 


In this section: A com- 
prehensive discussion of 
the use of cross connec- 
tions or equalizer con- 
nections on lap wind- 
ings . . . Some causes of 
warm bearings or “hot 
boxes” - 





Cross Connections On 
Lap Windings 
By Jack Beater 


NUMBER of men employed 

in motor repair shops have 
written to ELECTRICAL SOUTH ask- 
ing for information that will 
make clear some of the reasons 
for using cross-connectors be- 
hind the commutators of motors 
and generators, especially on the 
rotors of fractional horsepower 
a-c motors. The following dis- 
cussion is offered in the hope 
that it will make clear some of 
the reasons for cross-connecting 
lap windings. 


In a motor or a generator the 
armature, or rotor, is supposed 
te be concentric with the field 
poles. Or to put it in other 
words, the air gap between sta- 
tor and rotor is supposed to be 
equal under each of the poles. 
Also, the magnetic density is 
supposed to be equal in strength 
at each pole. These are ideal 
conditions but they do not al- 
ways exist in motors made under 
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production methods, or in motors 
that have seen considerable serv- 
ice, or that have been repaired. 

The magnetic density under 
the different poles will vary be- 
cause of inequalities of material, 
different number of turns, high 
resistance joints and other fac- 
tors. At the same time, the air 
gaps under the different poles 
will vary because of misalign- 
ment of the shaft, wear in the 
bearings, etc. 


Unequal Gaps Cause Heating 


Any factor that disturhs the 
perfect spacing or magnetic den- 
sity between rotor and stator 
poles will automatically allow 
one side of the armature to ro- 
tate in a stronger field than the 
other sides. When such is the 
case, it is easy to see that one 
part of the armature winding 
will have a higher potential than 
other sections of the winding, 
and because of this condition a 
circulating current within the 
armature will flow. Unless some 
provision is made to take care of, 
or prevent, these circulating cur- 
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BRUSH HOLDER 


THESE BARS JOINED TO THOSE 
UNDER BRUSHES = 








Fig. 1.—Cross-connecting a four-pole lap-wound rotor permits the 
elimination of two brushes as shown in the diagrams eer care 


WINDING ANE 


REPAIR 


Motor service men are in- 
vited to make use of this 
department for the ex- 
change of ideas on motor 
rewinding and_ repair. 
Payment will be made for 
all material published. 





rents, they may cause excessive 
heating and damage the entire 
winding. 

One reason for installing cross 
connectors on certain lap wound 
armatures is to electrically bal- 
ance the windings and prevent 
the .generation of circulating 
currents. The cross connectors 
are placed so as to connect points 
of equal potential or rather, 
points that shouwld be of equal 
potential, so that the windings 
will balance themselves. Cross 
connectors, by directing the flow 
of current, can automatically 
magnetize or demagnetize the 
field and produce tke desired 
balance. 

As an example, let us consider 
one of the familiar four pole, lap 
wound, repulsion-induction mot- 
ors such as used on refrigeration 
machines. We will suppose that 
the bearings are well worn, al- 
lowing the rotor to almost rub 
one side of the stator, and we 
will further suppose that the ar- 
mature is not cross connected. 
Under __ these conditions’ the 
chances are that the armature 
coils running under the pole with 
the narrowest air gap will build 
up heavy. potentials, due to the 
strong magnetic field at _ this 
point. At the same time, the 
coils on the opposite side of the 
armature are operating in a 
much weaker field, due to the 
wide air gap. Hence we have a 
heavy current in the coils on one 
side of the armature, and a cor- 
responding weak current in the 
coils on the other side of the ar- 
mature. 

This condition of unequal cur- 
rents on opposite sides of the ar- 
mature without cross connec- 
tions is certain to cause trouble. 
The unequal currents in the ar- 
mature windings will try to bal- 
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All branches of the Electrical Industry 
are cooperating in a tremendous effort 
to show America how adequate wiring 
“serves and saves!” 

Adequate stocks are a vitally impor- 
tant necessity in providing adequate 
wiring. Graybar serves the whole Elec- 
trical Industry in making these stocks 





























OFFICES IN 85 PRINCIPAL CITIES + EXECUTIVE OFFICES: 





for Adequate Wiring 


Everything electrical for 
all types of Construction 


=| GraybaR & 





Stocks 





readily available—every electrical pro- 
duct for use of electricity in home, 
office and industry. 

You'll find 85 amply stocked nearby 
Graybar warehouses from coast to 
coast ready and equipped to serve the 
Electrical Industry as Adequate Wiring 


supplies headquarters. ZS 


HAND TOOLS 





GRAYBAR BUILDING, NEW YORK, N. Y. 
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ance themselves in the only way 
possible; by passing through the 
brushes and brush holder. Burn- 
ed spots on opposite sides of a 
commutator are a frequent indi- 
cation of this trouble. The side 
pull on the armature due to an 
unbalanced condition as men- 
tioned may, in the larger motors, 
amount to several tons, and even 
in the smaller motors it is suffi- 
cient to cause heating and rapid 
wear of bearings. 

To overcome these drawbacks 
some manufacturers install cross- 
connectors, or equalizers, on lap 
wound motors. These cross con- 
nectors are not needed on wave 
wound rotors because the very 
nature of the wave winding sup- 
plies paths that average cr bal- 
ance inequalities in the current 
density between poles. 

Another reason for using cross 
connectors in some cases may he 
the saving afforded by this type 
of construction. While the plain 
four pole lap wound rotor of the 
ordinary repulsion-start, induc- 
tion-run a-c motor needs four 
brushes on the commutator for 
correct performance, the cross 
connected rotor of the same type 
can be made to operate with only 
two brushes spaced 90 degrees 
apart. Here the cross connec- 
tors are used to connect commu- 
tator bars opposite to those un- 
der the pair of brushes, so that 
in practice it is the same as 
though four brushes were used. 
See Figure |}. 


Methods of Cross Connecting 


There are a number of ways of 
cross-connecting armature wind- 
ings but on most of the smaller 
a-c motors the method used is to 
install the equalizers against the 
back of the commutator, and to 
make the connections in the same 
slots on the commutator that 
hold the coil ends. Since the 
crossconnectors are placed first, 
and are then covered by the 
winding, it is impossible to see 
them on a completed armature, 
or to make repairs. 

In many of the large motors 
and generators it has been found 
that armatures have equalizers 
on every other, or every third 
bar of the commutator, thus af- 
fording only 50% or 338144% 
equalization. On the smaller lap 
wound rotors, however, the usual 
practice is to use 100% equaliza- 
tion by having one cross connec- 
tor between each pair of opposite 
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Fig. 2.—Method of cross-connecting 

a 36-bar commutator, using a span of 

1-19 is shown here eta. we 
bars. For the larger motors the 
cross section of the equalizers is 
generally about one half that of 
the armature conductors, but on 
the smaller motors the cross con- 
nectors are usually short lengths 
of the same size wire as is used 
in winding the armature. 


Heat Damages Cross-Connections 


Any overheating that renders 
an armature defective will usually 
burn the insulation of the cross 
connector wires. This means 
that when it is necessary to re- 
place the armature winding it 
will also be necessary to replace 
the cross connectors. In the 
ease of the moulded or bakelite 
insulated commutators, it will 
usually mean that they must be 
replaced also. Some of the lar- 
ger manufacturers supply re- 
placement commutators to the 
trade with the cross connectors 
already installed. When this is 
not done, or where the old com- 
mutator is to be used again, the 
winder will have to install the 
cross connections. 

Figure 2 shows the back of a 
typical commutator from a four- 
pole, lap wound rotor. In the 
drawing a few of the cross con- 
nectors, or equalizers are shown 
in place. This particular com- 
mutator is from an 18-slot arma- 
ture, to be wound two-in-hamnd, 
with 36 bars. One end of the 
first cross connector is placed in 
the slot of bar No. 1, and the 
other end goes to a bar directly 
opposite. To find an opposite 
bar, count around the commutator 
until reaching a number equal to 
one half the total number of bars 
and add one. Thus on the 36- 
bar commutator, count from bar 
No. 1 to bar No. 18 (18 being one 
half of 36) and add one—making 
the answer bar No. 19. The cor- 
rect cross connector span for 
this commutator is then 1 and 19. 


The second connector would go 
from bar No. 2 to bar No 20, and 
so on until all 18 connectors have 
been placed. Great care should 
be used in placing these connec- 
tors so that each one is well in- 
sulated from all others, and from 
the metal parts of the commuta- 
tor other than the proper bar 
connections, and from the shaft. 

Many a good cross connected 
lap wound armature has _ been 
condemned as bad by inexperi- 
enced repairmen’ because it 
would not test “clear” on an arm- 
ature growler. Armatures of this 
type can not be tested in that 
manner, for even those in per- 
fect condition will give an indi- 
cation of a dead short when a 
hacksaw blade is held above 
them while in the growler. There 
are two good methods of testing 
winding of this type for short 
circuits. One method is with an 
external growler, and the other 
is to test the rotor in the motor 
field. 

To make the latter test pro- 
ceed as follows: Take the motor 
apart, remove the rotor if of the 
brush lifting type, and remove 
brushes and brush holders. In- 
stall the bare rotor back in the 
motor, clamp the end bells to- 
gether and connect the field with 
the normal operating current. 
With the current “on”, try turn- 
ing the rotor shaft with the 
hand. If the rotor turns freely 
no short is present; if the rotor 
“sticks” in certain positions and 
is hard to break loose there is a 
short present. It is to be under- 
stood that the rotation test is to 
be made only when the bearings 
and alignment of the shaft will 
permit free turning of rotor. 


Causes Of Warm Bearings 


Among the many possible causes 
of warm bearings or “hot boxes” 
are the following: 

1. No oil. 

2. Excessive belt tension. 

3. Failure of the oil rings to 
revolve with the shaft. 

4. Rough bearing surface. 

5. Improper fitting of jour- 
nals. 

6. Bent shaft. 
1. A poor grade of, or dirty, 
oil. 

8. Bolts in the bearing cap may 
be too tight. 

9. End thrust due to improper 
leveling or magnetic pull. 

10. Excessive side pull because 
rotating part is out of center. 
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Alcoa Channel 
and Flat Bus 
Bars supplying 
electro-plating 
department ina 
large manufac- 
turing plant. 


MEETING ALL OF YOUR REQUIREMENTS 


For heavy-current buses like the installation 
pictured above, for inside or outdoor substa- 
tions, for power distribution in commercial build- 
ings and factories; no matter what the character 
of the installation, there is an Aleoa Aluminum 
shape suitable for your use. 

Extremely light in weight, Aluminum Bus 
Bars place a minimum strain on supporting 
structures. They are easy to handle in erecting. 
Readily formed, Aluminum buses can be tailored 


to suit each layout. Joints are made by bolting 
or welding. Fittings for every purpose are avail- 
able; costs are low. 

Alcoa Aluminum Bus Bar comes in any desired 
form: Flats, tubes, angles, channels, etc. Rolled 
channel or angle sections offer the highest com- 
bination of electrical, thermal and mechanical 
efficiency. We shall gladly send you data on 
each type. ALUMINUM COMPANY OF AMERICA, 
2164 Gulf Building, Pittsburgh, Pennsylvania. 
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Building A Portable 


Motor Analyzer 
(Continued from page 52) 


screw 75 watt, 110 volt bulb in 
receptacle No. 14, connect recep- 
tacle No. 1 across 110 volt and 
press switch No. 5. If stator is 
grounded the light will glow or 
burn full brilliancy. Do not come 
in contact with test leads while 
bulb is in receptacle No. 14 or 
while switch No. 5 is closed. Be 
careful. 

To use pilot light—Insert light 
in receptacle No. 15 and connect 
receptacle No. 1 across 110 volts. 

To test stator windings—Con- 
nect receptacle No. 2 across line 
with same voltage rating as sta- 
tor windings, connect one stator 
winding to receptacle No. 4 and 
read current on ammeter, dis- 
cennect this winding and connect 
the other stator winding to re- 
ceptacle No. 4 and read current 
on ammeter. They should be the 
same. If not, one of the windings 
is defective. When testing the 
stator winding of a motor that 
has only one stator winding you 
will have to know the approxi- 
mate current the stator passes or 
you can test the armature and if 
it is not defective and the motor 
draws too much current while 
running the trouble should be in 
the stator, either grounded or 
shorted. 

To test armature for short cir- 
cuit — Remove short circuiting 
switch and place armature in sta- 
tor, connect receptacle No. 2 
across line with voltage rating 
the same as that of motor, con- 
nect motor to receptacle No. 4 as 
if under operating conditions and 
rotate armature slowly by hand 
a full revolution and read cur- 
rent on meter. If stator is not 
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Completed analyzer 


defective, the reading will be 
constant. If short circuited, the 
reading will fluctuate. Read in- 
structions below for using resist- 
ance No. 138, switch No. 8 and 
shunt switch No. 9. Close switch 
No. 8 to cut resistance No. 13 
out of circuit. Open switch No. 8 
to leave resistance No. 13 in cir- 
cuit. Close switch No. 9 to shunt 
part of the current around am- 
meter. When switch No. 9 is 
closed multiply ammeter reading 
by 2.5 to get approximate current 
passing through whole circuit. 
When switch No. 8 is open, only 
13 amperes can pass through 
circuit; when it is closed, motor 
windings connected to receptacle 
No. 4 determines the current. 
When current is more than 30 
amperes, close switch No. 9 and 
read ammeter as stated above. 
To test armature for open cir- 
cuit—Conduct a current through 
a portion of armature by using a 
bank of lamps or heater ele- 
ments. If current is too high it 
will give an incorrect reading 
and if too small the deflection 
will be too small. The correct 


in use on work bench 


amount of current can be determ- 
ined by practice. Connect leads 
coming from bank of lamps or 
heater elements to segments of 
commutator about 90 degrees 
apart and measure voltage from 
segment to segment on 0-1.5 volt- 
meter by inserting phone plugs 
in phone jacks. No. 10 and use 
test prods to test from segment 
to segment. If armature is de- 
fective, the voltage reading will 
be higher across the segments 
across which defective winding 
is connected. When the portion 
between the leads has been tested 
move leads from bank of lamps 
or heater elements around about 
90 degrees more and test that 
portion of armature and so on 
until the test is completed. 

To test motor under working 
conditions — Connect receptacle 
No. 4 in series with one of the 
motor leads, close switch No. 7 
and read current on ammeter. 
Test voltage at motor terminals 
by connecting receptacle No. 1 
across line at motor terminal box 
and closing switch No. 6, read 
voltage on 0-300 volt meter. 
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Can make Money 
with 


BROWNING 


THE BROWNING LINE INCLUDES: 


Loop and Field Winder, 9 Speed Heavy Duty Type; Com- 
bination Loop Field and Transformer Winder, Universal 
Diamond Coil Winder; Coil Spreader, 30, 42, 60, 84 inch 
Loop capacity; Reel Rack and Tension Devices; Winding 
and Banding Machine. 


Write Today for Information about any item. 


Coil Winding aq 
Spreading Equipment 


There is nothing to stop you from making money if your shop is 
equipped with Browning Coil making equipment-—Makes your 


shop modern—allows you to handle the big profit jobs—speeds up 
your production and helps you to show a bigger net profit. 


Hemphill Ave., 


Manufacturers of 
Browning Coil Equipment 


Atlanta, Ga. 
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At last — a switch with a soft, sliding action; no 
springs, no blades; silent and vibrationless. Pro- 
longed tests, mechanical and electrical, have proved 
that the new mercury break ensures exceptionally 
long life by eliminating parts that commonly wear 
out. Though silent, its action is positive. Here, 
then, is the logical switch for hospitals, churches, 
conference rooms, fine homes and offices where 
folks want the quiet refinement of high quality. 


HART & HEGEMAN DIVISION SS 


THE ARROW-HART & HEGEMAN ELECTRIC CO, HARTFORD. CONN. 


Sphinx Switches must be*installed in vertical posi- 
tion, as marked. Fit standard wall boxes; have 
plaster ears standard; large-head binding-screws 
accommodate No. 12 wire. Handles come in 
brown Bakelite and cream-tinted white IVORYLITE™ 
to match plates. Specify Catalog numbers 821 for 
single-pole, 822 for double-pole, 823 for 3-way, 
824 for 4-way with BAKELITE handles. For 
IVORYLITE add “I” to Catalog numbers listed. 
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New Orleans Honors Its 
Electrical Pioneers 


ITHIN a few hundred feet 
of where the first electrical 
equipment manufacturing plant in 
the South stood, eight pioneers in 
electrical development, one of them 
a co-worker of the late Thomas A. 
Edison, were honored at a luncheon 
in New Orleans, La., March 8, at 
which they were awarded golden 
anniversary certificates repre- 
senting a total of more than 
400 years in electrical experience. 
The occasion was the “Pioneers’ 
Banquet,” sponsored by the Elec- 
tric Association of New Orleans, 
and was presided over by the pres- 
ident of that organization, F. W. 
Stevens. 

The awards were made by A. B. 
Paterson, president of the New Or- 
leans Public Service Inc., and as 
he introduced each of the honor 
guests, he paid them individual 
tribute for their contributions to 
electrical development in this part 
of the world. 

Among the pioneers who re- 
ceived awards was Charles A. Gos- 
lett, 78-year-old English born elec- 
trician who, at an early age, was 
selected by Edison to be one of his 
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Electrical Pioneers Honored 
Eight electrical pioneers, representing more than 400 years of 
electrical experience were honored at a luncheon in New Orleans 
recently. Seated at the head table from left to right are: 
R. Viener, Jr., vice president, New Orleans Electrical Association; 


assistants at Menlo Park. Mr. Gos- 
lett later came to New Orleans 
where he established his own bus- 
iness. 

Others who received the awards 
Monday were Colonel C. Robert 
Churchill, known internationally 
for his work in electrical circles 
and who has been prominent here 
since 1889; Gabriel O. Correjolles, 
electric elevator pioneer; C. S. 
Barnes, contractor; Robert M. 
O’Brien, street railway equipment 
expert; §. B. Swift, bell and speak- 
ing tube equipment pioneer; Hen- 
ry M.-Muller, who has long been 
affiliated with the New Orleans 
Public Service Inc.; and Henry J. 
Malochee who, since 1889, has 
been outstanding in the develop- 
ment of electrical facilities in and 
around New Orleans. 


Wiring Program Presented 
To Georgia Contractors 


The reactions of the electrical 
industry of Georgia toward the 
National Adequate Wiring Pro- 
gram were heard in an industry 
meeting sponsored by the Georgia 
Chapter of NECA in Atlanta, Feb- 
ruary 18. 

The industry conference, held in 
the evening following an all-day 
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closed meeting of the contractors’ 
association, featured addresses by 
Laurence W. Davis, general man- 
ager, NECA, and A. C. Tait, field 
representative of the National Ad- 
equate Wiring Bureau, on the Na- 
tional Adequate Wiring Program. 

Following a detailed outline of 
the plan, short talks were made by 
Charles A. Collier, vice president, 
Georgia Power Co., George T. 
Marchmont, southern district man- 
ager, Graybar Electric Co., J. M. 
Walker, district manager merchan- 
dise sales, General Electric Co., and 
Paul Ramsay, president, South- 
eastern Manufacturers’ Represent- 
atives’ Association, each of whom 
discussed the plan from the point 
of view of their branch of the 
industry. 

K. D. White, Walker Electric 
Co., president of the Georgia 
Chapter, presided over the meet- 
ing. 


North Carolina Contractors 
Meet In Greensboro 


Nearly 200 representatives of 
the electrical industry of North 
Carolina were in attendance at the 
annual meeting of the North Car- 
olina Association of Electrical 
Contractors in Greensboro, Febru- 
ary 25. 

Among speakers who addressed 
the group were Laurence W. Davis, 
general manager of NECA; A. C. 
Tait, field representative of the 
National Adequate Wiring Bureau; 
N. E. Cannady, state electrical en- 
gineer; R. M. Johannesen, G-E 
Supply Co., Charlotte; and John 
Paul Lucas, Duke Power Co. 


* 


H. J. Malochee; C. Robert Churchill; Gabriel O. Correjolles; 
Robert M. O’Brien; Fred W. Stephens, president of the Asso- 
ciation; A. B. Paterson, president, New Orleans Public Service, 
Inc.; Chas. S. Goslett; C. S$. Barnes; W. E. Clement,. director of 
publicity of the Assoiation; H. M. Muller; and S. B. Swift. 
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A REPORT OF Constructive 


~o ar mene: 








Public Service 


HIS informal report, for the year 1937, is 

submitted for the information of the gen- 
eral public as well as the customers of the 
operating companies in the Commonwealth & 
Southern system and the security holders of 
The Commonwealth & Southern Corporation. 


The Commonwealth & Southern system con- 
sists of five northern and six southern operating 
companies which together serve electrically 
over 3,100 cities, towns and hamlets. They have 
an average population of 1,650 each. A total of 
over one million homes—634,000 in the north, 
146,000 in the south—are served. 


A large number of the customers live on 
farms or in outlying territory where costs of 
serving electricity —particularly transmission 
are high in comparison with more densely 


populated areas. 


The operating companies are bound together 
by the unified sales promotion, engineering, 
operating and financing staffs of the non-profit 
Commonwealth & Southern service organiza- 
tion. This unified operation makes it possible 
for the operating companies to render the con- 
structive public service outlined here: 


FINANCING 


The service organization during the last 
three years has negotiated the refunding of 
$264,174,700 of outstanding bonds and pre- 
ferred stocks of the northern operating com- 
panies with new securities bearing lower rates 
of interest and dividends. As a result the north- 
ern companies effected savings of over three 
and one-half million dollars a year in interest 
and dividend charges. 

In the south, it has been wholly impossible 
to refund any of the outstanding securities of 
the operating companies because of the actual 
and potential competitive operations of the 
Tennessee Valley Authority. Also because the 
Federal Government, in that area, is pursuing 
a policy of securing markets for T.V.A. power 
by free gifts to municipalities of 45% of the 
cost of new distribution systems with which to 
duplicate existing utility systems. 
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BY A PUBLIC UTILITY SYSTEM 





The senior securities of these southern op- 
erating companies, by reason of this activity of 
the Federal Government, are selling currently 
in the market at $88,000,000 less than their par 
value. This affects 83,000 owners of these 
securities. Moreover, 200,000 people own the 
stock of The Commonwealth & Southern Cor- 
poration whose investment, in turn, is depressed. 

Because of the inability of these companies 
to raise money in the open market, The Com- 
monwealth & Southern Corporation, in the last 
five years, has advanced to these southern 
companies approximately $30,000,000 from its 
own treasury, mainly for indispensable con- 
struction work. Thus have they continued effi- 
cient service to the 550,000 urban, suburban, 
farm, commercial and industrial users depen- 
dent upon them. 


CHEAP ELECTRICITY 


City and farm customers of Commonwealth & 
Southern system pay an average residential 
rate of 25% below the national average. They 
paid about 314 cents (average) per kilowatt 
hour for the year 1937. This is a lower average 
residential rate than is obtained in any other 
utility group in the United States. 


GREATER USES OF APPLIANCES 


For years the Commonwealth & Southern sys- 
tem has intensively promoted the use of all 
kinds of labor saving and convenience appli- 
ances in the home. Northern and southern com- 
panies cooperate with local dealers and help 
them arrange sales of equipment at prices and 
on monthly payments to suit all classes of cus- 
tomers. In 1937 net sales of appliances made by 
the system, itself, were about $17,500,000—a 
new high in appliance sales. 


RESULT—HIGHER K.W.H. USE 


As a result of these progressive policies, the 
average Commonwealth & Southern home—in 
the northern and southern territories—is using 
37% more electric service than is being used in 
the average American home. To state it another 











way, the average C. & S. home used close to 
1,100 kilowatthours of current in 1937—en- 
joyed an electrical standard of living one-third 
higher than the average U. S. home. 


BRINGING THE CITY TO THE FARM 


The companies in the system are and have 
been for years aggressively pushing rural elec- 
trification. More than 7,300 miles of new lines 
were built during 1937 to serve over 35,000 new 
rural customers while 15,000 new rural cus- 
tomers were being added to already existing 
lines. No other major system is doing more for 


rural electrification. 
‘ 


HELPS CARRY THE TAX BURDEN 


Taxes of the Commonwealth & Southern 
system to various local, state and federal gov- 
ernmental agencies, amount to $18,337,000 for 
the twelve months ended November 30, 1937. 


STRUCTURE AND POLICY 


The Commonwealth & Southern Corporation 
has a simple, clear corporate structure. It di- 
rectly owns common stock and other securities 
of its operating companies and makes no profit 
on supervision, financing, engineering or from 
any other service. 

The Corporation considers that its function 
is to see that consumers of the system receive 
the largest possible use of energy at the lowest 
possible rates. Also, to give a diversity of in- 
vestment which, in the absence of government 
competition, should insure a stability of in- 
vestment to the thousands of individual owners 
of its securities. 

The Commonwealth & Southern system is 
now giving its consumers large average use of 
electric energy at low average rates. If taxes 
were not so high and if the southern companies 
could refund securities, the system could 
earn a satisfactory return for its investors and 
could spend a great deal more money expanding 
its facilities .. . and thus aid a general business 


recovery. 


WENDELL L. WILLKIE, President 





The Commonwealth & Southern 
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Meetings of the Florida Association of Electrical Contractors and Dealers have assumed more of the 
nature of a state electrical industry gathering and attract a larger attendance each year 


Electric Industry Problems Discussed 


At Florida Contractor's Meeting 


HE promotional program of 
the National Adequate Wir- 
ing Bureau was received with 
enthusiasm by the more than 200 
representatives of the electrical in- 
dustry of Florida in attendance at 
the annual convention of the Flori- 
da Association of Electrical Con- 
tractors and Dealers in Orlando. 
The details of the promotion were 
outlined comprehensively by A: C. 
Tate, field representative of the 
bureau. 

In introducing the program, Mr. 
Tait emphasized that the electrical 
industry was rapidly exhausting 
the field of easy appliance sales 
and that the time has come when 
new markets must be developed. 
Inadequate wiring is a limiting 
factor in the sales of electrical 
appliances and electrical energy, 
he said, and the electrical contract- 
ing industry can expect complete 
support from the other electrical 
groups. 

Another featured speaker of the 
meeting was Lawrence W. Davis, 
general manager, National Elec- 
trical Contractors’ Association, who 
discussed the effect of the new fair 


trade law upon some of the elec- 
trical] industry’s problems. 

Mr. Davis pointed out that the 
industry has grown rapidly and 
that intense competition now re- 
quires the development of new 
markets. There is a wide field open 
for development, he said, but it 
requires definite promotion. 

The first step in developing this 
market is the elimination of dis- 
turbances between various groups 
in the electrical industry. In the 
past, he pointed out, the rapid 
growth of the electrical industry 
has brought a large number of 
manufacturers into existence. As 
a result, it has been necessary for 
them to go out and search for out- 
lets and many practices undesir- 
able to the industry and producing 
conflicts between different groups 
have resulted from this competi- 
tive effort to obtain outlets. 

He mentioned that the same 
conditions apply also to the jobbers 
and that the lack of sufficient re- 
tail outlets has in many instances 
been the cause of direct selling. 
These conditions are a menace to 
the economics of the industry and 


must be remedied. 

Mr. Davis explained that these 
conditions cannot always be blamed 
entirely on individuals but that 
nothing better can be done to 
remedy this situation than holding 
meetings such as this Florida meet- 
ing itself. Similar meetings are 
being conducted on a national scale 
in the search for better trade prac- 
tices, better distribution methods, 
etc. 

Difficult as it seems to be to get 
members of the industry together, 
the problem is made even more 
difficult by the fact that different 
groups in the industry are pre- 
vented by law from making agree- 
ments with one another which 
might be interpreted as efforts to 
prevent fair competition. However, 
legislation of the fair trade type 
in forty-two states and the District 
of Columbia now provides an im- 
portant means of remedying sim- 
ilar difficulties that confront the 
electrical industry. 

Although the fair trade laws in 
the different states differ material- 
ly, Mr. Davis pointed out that 
Florida has one of the newer, and 
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ARNISHED Cambric Insulated 

Cables are showing superior ad- 
vantages in many cases where loads 
have been increased. This type of 
insulation has the ability to with- 
stand continuous high temperatures 
without deterioration, and it is not 
njured by contact with insulating or 
lubricating oils or greases. For these 
easons it has become widely used 
or apparatus cables, and motor and 


VARNISHED CAMBRIC 


AMERICAN STEEL 


S 
Ue NwLHD STALES  S.1 Baw 


Columbia Steel Company, San Francisco, Pacific Coast Distributors - 


generator leads where heat, high volt- 
age and the effects of oil would 
shorten the life of rubber insulation. 

American Steel & Wire Company 
Varnished Cambric Cables are avail- 
able in either braided or lead sheathed 
insulation and are suitable for service 
up to 10,000 volts, and higher if lead 
sheathed or properly shielded. 

For applications where heat resist- 
ance is of primary importance we 


Cleveland, Chicago and New York 


have developed a special type of 
Varnished Cambric Cable which is 
even more resistant to continuous 
high temperatures than the standard 
type. Inquire about our “high-tem- 
perature” varnished cambric. 

Loads have increased and 
may be increased further. We will be 
glad to show you how our Varnished 
Cambric Cables can be of economical 
assistance to you. 


been 


INSULATED CABLES 


& WIRE COMPANY 


United States Steel Products Company, New York, Export Distributors 
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These exhibits are representative of the many that occupied 
the entire mezzanine floor of the hotel ome a 


what is considered one of the best, 
Price maintenance laws. 

Under this law, Mr. Davis ex- 
plained, it is possible for manufac- 
turers to make contracts with job- 
bers and retailers to adhere to 
s andard advertised prices. Also, 
any manufacturer who wants cer- 
tain conditions observed as_ to 
trade-ins, discounts, etc., can re- 
quire that they be followed. How- 
ever, manufacturers are not prone 
to enter into such contracts unless 
they are sure that they will react 
to their benefit. It should be point- 
ed out that if a manufacturer 
makes a price contract with a 
single dealer or wholesaler under 
the laws of some states, it becomes 
illegal for anyone to sell his trade- 
marked product below the stated 
price. Accordingly, conditions 
might vary from one community 
to another in the same state which 
would make it undesirable for a 
manufacturer to enter into a price 
contract which would necessitate 
that the price contract be observed 
in every community in the state. 

Obviously, concerted action by 


the electrical contrac- 

tors is essential, Mr. 

Davis said, if manu- 

facturers are to adopt 

such contracts. For 

example, if the Flori- 

da Association of 

Electrical Contractors 

and Dealers’ could 

represent the largest 

part of all contractors 

and dealers in the 

state, and if the as- 

sociation could give the manufac- 
turers assurance that all members 
would support such a program, the 
manufacturers could and would 
adopt the policy of making price 
contracts. It would require, he said, 
that the contractor say to any 
manufacturer offering “chisel” 
prices “There’s the door.” A code 
of ethics supporting such a policy 
is now being prepared, Mr. Davis 
said, and will be ready for distribu- 
tion soon. 

An interesting discussion of the 
profitable opportunities open to the 
electrical contractor in the sale and 
installation of commercial heating 


O. V. Scott, Miami, was elected president of the Association for the ensuing year, 
succeding J. J. Newell. Other officers of the Association shown in the above group 
are, back row, left to right, Harold N. Lang, past secretary, Orlando; W. A. Brinson, 
committeeman, St. Petersburg; B. A. Ragsdale, committeeman, Tallahassee; Rudy 
Baacke, committeeman, Jacksonville; J. J. Newell, past president, Orlando; A. T. 
Wilson, committeeman, Fort Pierce; front row, left to right, Fred Stewart, committee- 
man, Miami; S. M. Lantz, committeeman, Orlando; Mr. Scott; R. C. Bigby, treasurer, 
Tampa; and F. J. McGinnis, secretary, Palm Beach. Not present in the group, H. M. 


Lipscomb, committeeman, Lakeland. 


equipment was presented by E. D. 
Rogers, southeastern representa- 
tive of the Edwin L. Wiegand 
Company. Mr. Rogers displayed a 
number of commercial units of the 
strip type, ring heaters for coffee 
urns and similar appliances, im- 
mersion heaters, etc. He directed 
particular attention to the fin type 
heater used in conjunction with 
air conditioning installations in 
many instances in the city of Mi- 
ami, some jobs requiring as much 
as 30 to 45 kilowatts of capacity 
in heating units. 

Some of the best prospects for 
commercial heating equipment, Mr. 
Rogers pointed out, are the restau- 
rants and cafeterias. Immersion 
type heaters can be used very suc- 
cessfully for the electrifica:ion of 
steam tables, deep fat fryers, etc. 
Also, electrical steam generators 
find a ready market in cleaning 
and pressing plants, vulcanizing 
operations, and many special ap- 
plications in textile and other in- 
dustrial plants. 

Many helpful comments on the 
problems of electrical contracting 
as well as the electrical industry as 
a whole were presented to the 
meeting by A. Penn Denton, con- 
sulting engineer, Rigid Steel Con- 

(Continued on page 86) 
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New STEP-SAVING KITCHEN APPLIANCE 


ai 





all-Monel sink and work sur- 
faces offers unusual conve- 


nience and lasting beauty 


Take a look at this new electric 
kitchen unit. Show it to your cus- 
tomers. Here, in one compact piece 
of equipment, you find the popular 
appeal of a modern Monel* kitchen. 


Consider what this new Monel- 
topped unit brings to your custom- 
ers: The speed and efficiency of a 
modern electric range . . . the con- 
venience and advantages of a lus- 
trous Monel sink ... the conve- 
nience of sturdily constructed, 
built-in cabinets. And topping all... 
the lustrous, silvery beauty of the 
one-piece top of enduring Monel. 


Never before have you been able 
to offer such big value in one com- 
pact, step-saving unit. Display it in 
your showroom. Show it to owners 
of homes and apartments. Admira- 
tion will be won immediately. And 


Electric range combined with 













wes 
















orders will quickly follow. For 
housewives and property owners 
the country over want beauty and 
convenience in kitchen equipment 
. .. and know Monel spells both. 
They see this durable, lustrous 
household metal consistently ad- 











Close-up showing Monel 
sink and Westinghouse 
electric range combina- 
tion as manufactured by 
Whitehead Metal Prod- 
ucts Company, Inc., New 
York, N. Y. Lower view 
shows one of 48 of these 
units which were installed 
in the Philby Apartments, 
Detroit, Mich. 










vertised in leading magazines .. . 


know it graces fine homes from 
coast to coast. 

Get further information on this 
Monel sink and electric range com- 
bination. Call in a representative of 
the maker. Or write to: 


THE INTERNATIONAL NICKEL COMPANY, INC., 67 WALL STREET, NEW YORK, N. Y. 








*MONEL isa registered trade-mark applied to an alloy containing approxi- 
mately two-thirds Nickel and one-third copper. This alloy is mined, 
ited, refined, rolled and marketed solely by International Nickel. 
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Timely News of the 


ELECTRICAL \WHOLESALERS .. . 





Wholesale Sales Decline 
After First of Year 


The dollar volume of all whole- 
sale trade declined 12 per cent dur- 
ing January as compared with Jan- 
uary, 1937, according to reports 
from wholesalers cooperating in the 
Association of Credit Men and the 
monthly joint study of the National 
Bureau of Foreign and Domestic 
Commerce. 

Dollar sales by wholesalers of 
electrical goods in South Atlantic 
States were down 27.8 per cent in 
comparison with January, 1937, and 
decreased 40.1 per cent from De- 
cember, 1937. In the East South 
Central States, electrical wholesal- 
ers’ dollar sales decreased 4.1 per 
cent in January, 1938, from the 
same month of 1937, and decreased 
36.4 per cent from December, 1937. 
Sales were also lower in the West 
South Central States, the corre- 
sponding percentazes being 6.6 and 
30.0. 


Graybar Opens House In 
South Carolina . . .. 


The Graybar Electric Company 
has just opened a new house in 
Columbia, S. C., to serve that state. 
The new office and warehouse of 
the company will be located at 1927 
Main Street and will be under the 
management of John H. Littleton, 
Jr. 

Other employees of the new South 
Carolina house are as follows: Hor- 
ace B. Bibb and Norman L. Cannon, 
salesmen; Robert L. Warlick, serv- 
ice supervisor; Morgan Smith, in 
charge of the warehouse; and Wil- 
liam J. Parks, Jr., and Maude Baker, 
office employees. 

New Distributors Announced 
For Fairbanks-Morse Line . 


Peaslee-Gaulbert Corporation, Inc., 
Atlanta, Georgia, has been appointed 
distributor for the Fairbanks-Morse 
line of refrigerators, radios, and 
washers and ironers, according to an 
announcement by W. Paul Jones, 
general manager, Fairbanks-Morse 
Home Appliance Division. 

Collier W. Helms, Atlanta, Geor- 
gia, will be in charge of the opera- 
tions for that territory, which will 
embrace all of Georgia, with the ex- 
ception of nine counties, and will 
include six counties in South Caro- 
lina. 

Adamson Supply Company, Inc., 
Roanoke, Virginia, has also obtained 


the Fairbanks-Morse franchise for 
radios and refrigerators in Roanoke 
and sixteen Virginia counties. The 
new line has been introduced under 
the guidance of John Q. Adamson, 
president, who heads up the new dis- 
tributorship. 
# 


Wholesalers To Convene 


The 30th annual convention of the 
National Electrical Wholesalers Asso- 
ciation will be held at The Home- 
stead, Hot Springs, Virginia, May 22 
to 26, according to announcement by 
Alfred Byers, secretary of the asso- 
ciation. 


New Wholesale Distributor 
Organized In Dallas 


W. E. Titus announces the or- 
ganization of the W. E. Titus Whole- 
sale Company in Dallas, Texas, to 
distribute Crosley products in the 
Dallas trade territory, comprising 
thirty-two counties. The Titus com- 
pany succeeds the Dallas Electric 
Supply Company in handling the 
Crosley franchise. 

Mr. Titus will be assisted in op- 
erating the new company by Gordon 
Rudd, who will serve as sales man- 
ager. Mr. Titus had been Crosley 
distributor in Oklahoma City for 
sixteen years before moving to Dal- 
las, and Mr. Rudd has had many 
years’ electrical appliance sales ex- 
perience in Dallas. 


General Appliance Company 
Opens Raleigh Branch . 


The General Appliance Company 
distributors for Apex products and 
for York air-conditioning, has opened 
a branch office in Raleigh. 

The Raleigh branch will serve 
the territory in which it is sit- 
uated. York refrigeration also will 
be distributed from this office. 

The General Appliance Company 
was organized here approximately 
a year ago. John Huffaker is presi- 
dent, W. L. Shuping is manager of 
the air-conditioning department. 


Pieper Supervisor For Reader 


J. H. Pieper has been named gen- 
eral supervisor of Reader’s Whole- 


sale Distributors, Crosley distribu- 
tors in the Houston, Texas, territory. 
He has charge of all departments 
pertaining to shipping, receiving, 
service, etc. 


Norene Joins Farmer’s Wholesale 
Electrical Supplies . . . . . 


R. C. Norene, formerly associated 
with General Electric Supply Corp- 
oration, of Miami, recently joined 
the force of the Farmer’s Wholesale 
Electrical Supplies of Miami Beach, 
Fla. ' 

Several new lines have been add- 
ed by Farmer’s, according to Rob- 
inson Farmer, manager, which in- 
clude the Thordason line of neon 
transformers, the Edwards line of 
bells and buzzers, and Chase-Shau- 
mut floodlights. 


New Kelvinator Distributor 


The Braid Electric Company, of 
Nashville, Tennessee, have been ap- 
pointed distributors for Middle 
Tennessee fcr the Kelvinator line of 
domestic appliances. 

This company, who is also distrib- 
utor for the Zenith Radio Corpora- 
tion, has a large dealer following 
and Ben §. Gambill, president of the 
Braid Company, states that new Kel- 
vinator dealers are being appointed 
at a very fast rate. 


Power And Pole Line Equipment 
Subject Of New G-E Book . . 


The General Electric Supply Corp- 
oration, Bridgeport, Connecticut, has 
just announced their new No. 37-P 
Power and Pole Line Equipment 
book, consisting of 240 pages of 
useful information and material list- 
ings. This book is the third and last 
publication in the General Electric 
Supply Corporation’s series of ref- 
erence or sales books for use by 
the trade. 

The other two publications, which 
preceded this one in the series, were 
the No. 37-L Lighting and the No. 
37-W Wiring books which have al- 
ready received a wide distribution. 
The No. 37-P Power and Pole Line 
book when brought together with 
the others gives a very complete list- 
ing of all General Electric materials 
and those of other manufacture 
which are distributed by the General 
Electric Supply Corporation. 

These three publications repre- 
sent a radical departure from the 
company’s previous policy of issuing 
only one jobbers’ general catalog. 
Not only do these books contain 
much more comprehensive descrip- 
tions and material listings than were 
included previously but, in addition, 
sections have been included in the 
Lighting and Wiring books which 
should be helpful to the contractor 
in assisting him to actually sell 
adequate wiring and lighting of 
present day standards. 
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A PORTABLE, “PLUG-IN” 
ELECTRIC RANGE OF 
FAMILY CAPACITY 


We call it the ‘Masterpiece’ — but it is 
really a milestone in the progress of elec- 
tric cookery! For here, at last, is a real 
electric range at a price far below any- 
thing ever known in electric range history 
for a quality range of family capacity. 

It's a“plug-in” range that requires only 
simple 2-wire connection, which involves 
but a nominal charge. It is the answer 
to the prayer of home and apartment 
renters and summer cottage owners. 
It's portable! 

Yet, this is truly a family range. It 
has two full-size standard MONARCH 
“Hi-Efficiency” Surface Units. Its built-in 
roaster is an all-purpose cooker of 10- 
quarts capacity —a roaster large enough 
for a 12-pound fowl; and a baker for 
potatoes, rolls, pies, cakes and casse- 
roles. It has standard “oven temperature 
control” and individual switches so all 
units may be operated at the same time. 














































Model ER12A, 
equipped with heavy, 
2-conductor heater cord 
and polarized 20-amp. 
attachment plug. 








Write today for literature, 
photographs and prices. 


MALLEABLE 
IRON RANGE CO. 


: 4 North Lake St. 
BEAVER DAM > WISCONSIN 


















o 


Model ER22A—high 

wattage, requiring 

standard 3-wire range 
connection. 


















Masterpiece operating efficiency is assured by exclusive Monarch features 


MONARCH’S Patented Roaster Standard utensils of large capacity MONARCH’S Roaster Oven, full MONARCH’S New Black-Vitri- 
Oven equipped with lifter rack may be conveniently used on the capacity 10-quarts, is adequate for fused, “Hi-Efficiency” Surface Unit. 
for general baking purposes, also two MONARCH “Hi-Efficiency” Sur- roasting large fowl and baking Fast, direct heat is produced from 
for removing casserole dishes and face Units, standard equipment on whole hams. Roaster inset is inverted, glowing coils imbedded in insulated 
whole meals. the MONARCH Masterpiece. when necessary, fo increase depth. porcelain, sanitary and stain-proof. 



















New WIRING MATERIALS AND DEVICES .. . 








Switches And Control 
Equipment 





Wadsworth Entrance Equipment 
Improved service entrance equip- 
ment with range, lighting and wa- 
terheater circuits available for sur- 
face and flush mounting, with fusi- 
ble or non-fusible pull cover for main 
switch unit, is now available from 
the Wadsworth Electric Manufac- 













Covington, 


Inc., 
Kentucky. These units are available 
with two, four, six or eight lighting 
circuits and with range switch unit 
available in either 30 or 60 ampere 
capacity. 


turing Company, 


Air Circuit Breakers 
A new line of air circuit breakers, 
designated as Type AE-1, has just 
been announced by the General Elec- 
tric Company, Schenectady, N. Y. 
These breakers are manually or elec- 
trically operated, have trip-free safe- 
ty unit and are available for switch- 
board mounting. Capacities of 15 
to 600 amperes, 600 volts a-c to 
250 volts d-c, are available with a 
20,000 amperes interrupting rating 
in one, two, three or four poles. 
These breakers may be used to pro- 
tect feeders and motor branch cir- 
cuits. The compact construction 
makes them especially suitable for 
mounting in steel enclosures. 


Non-Tamperable Fuses 

A type fuse which answers safety 
needs by resisting tampering and 
preventing use of sizes too large to 
protect has been introduced by a 
group of manufacturers, including 
Bussman Manufacturing Company, 
Jefferson Electric Company, Kirk- 
man Engineering Corp., National 
Electric Products Corp. and Union 
Insulating Company. 

The new device, known as a 
Fustat, fits into ordinary fuse bases 
by means of an adapter which auto- 


Fustats 


in place. 
cannot be bridged with pennies and 
make other forms of tampering vir- 
tually impossible, thus insuring that 
no careless or uninformed person will 
rob the circuit of protection. 


matically locks 





Fustats are available in sizes from 
3/10 to 30 amperes but different 
sizes have different threading and 
contacts making it impossible to use 
wrong size adapter. An impor- 
tant feature is the thermal cutout 
added to the internal construction to 
prevent the Fustat from blowing out 
on the temporary overloads caused 
when motors start. 


Square D Range Switch 

The Square D Company, Detroit, 
Michigan, has announced a new range 
switch with unfused main, which is 
now permitted by the National Elec- 
trical Code. It has an externally 
operated main switch for safe re- 
placement of branch fuses. The new 
switch is small and compact, easily 
accessible, knockouts are plentiful, 
and side wiring gutters make it pos- 
sible to bring in both line and load 
at either the top or the bottom. 


— 
























The range FUSEDBREAK has de- 
finite on and off positions and is 
dead front, the contacts being re- 
cessed beneath the surface. The 
FUSEDBREAK is self-ventilating. 


Pierce Renewable Fuses 

A new line of screen-vented, air- 
conditioned fuses has been develop- 
ed by the Pierce Renewable Fuses, 
Inc., Buffalo, New York. Both ends 
of the fuse case have a series of 
small holes through which the air 
circulates. As an additional safe- 
guard to prevent flames from escap- 
ing in case of a blow, both ends of 
the fuse are also equipped with a 
series of fine mesh screens through 
which the air must pass. 


Tests indicate that these fuses 
operate from 5% to 40% cooler and 
this cooler operation assures longer 
life. Simplicity of design is a fea- 
ture of the renewable phase of the 
fuse which consists of only two parts 
and the link. 








Nofuze Load Centers 

A new bulletin is now -available 
for distribution describing the No- 
fuze load centers manufactured by 
the Bryant’ Electric Company, 
Bridgeport, Conn. The folder in- 
cludes a general description of No- 
fuze breakers, installation instruc- 
tions and general specifications on 
parts available. 


General Electric Silent Switch 

After several years of develop- 
ment, General Electric’s construction 
material division at Bridgeport, 
Conn., has placed in production a 
new silent switch in which the con- 
tact is made and broken by the 
movement of mercury. More impor- 
tant to eventual users than the silent 
operation is the fact that the new 


















switch, small and compact, has 
literally nothing to wear out. 
Actual switching elements have 


operated more than 65 million times 
in two years in a laboratory life test 
without failure. 

The switch casing is of Textolite 
and the handle of either brown or 
ivory Textolite. The switch has large 


binding screw heads which will 
readily accommodate number 12 
wire. The switch can be installed in 


any standard switch box. 


G-E Branch-Circuit Breakers 

A line of circuit breakers serving 
both as master control switches, 
governing groups of lighting or con- 
venience outlets (occasionally both) 
and as means of overload and short- 



















was recently an- 


circuit protection, 
nounced by the General 
Company, Bridgeport, Conn. 


Electric 
These 
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Standard ey Box 
MC—available in all 
depths—all types 


ew i. | 


Outlet Box 
DO-25-NJK—a new 
device —equipped with 

external clamps 


Switch 
Box 
MF for 
cable— 
adjustable 


YOU CAN’T TAKE CHANCES 
WHEN IT’S 3 and 2 


@ It's easier to work out of a “tight 
spot’’ with dependable materials, 
Whether you are pressed by compe- 
tition or have things your way, it’s 
safer and more profitable to use switch 
boxes, cutout boxes, outlet boxes, fuse 
cabs and conduit fittings which have 


won acceptance and preference. 


The RACO and ALL-STEEL trade. 
marks represent a total of more than 


40 years of manufacturing experience 


which has won the confidence of the 
electrical industry. Advanced engineer- 
ing and modern manufacturing methods 
assure the continuation of the high 
standards and absolute dependability 


of RACO*ALL-STEEL* PRODUCTS. 


Adequate stocks of the complete line 
of RACO* ALL-STEEL* PRODUCTS 
are maintained by wholesalers in all 
parts of the country. Write for com- 


plete information. 


fixture 





RACO - ALL-STEEL - PRODUCTS 4p 


Switch Boxes « Outlet Boxes « Cutout Boxes - Cabinets « Fuse Boxes + Conduit Fittings 
DISTRIBUTED NATIONALLY BY 


All-Steel-Equip Company, Incorporated 


Outlet Box 
DO-22- -N-equipped with 


external mounting ears 


Aurora, Illinois 
AURORA, ILLINOIS. 


626 John Street 
FACTORIES: SOUTH BEND, INDIANA 
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circuit breakers, which eliminate 
fuse replacements and the practice 
of hazardous over-fuzing, have been 
designed for single pole only in 15, 
20, 25, 30 and 35-ampere capacities, 
125 volts, a-c or d-c. 

They have a tamper-proof 
mechanism, sealed in and not affect- 
ed by vibration. The _ trip-free 
mechanism cannot be biocked by the 
handle when the circuit is actually 
overloaded. Case and handle are of 
brown Textolite. Wiring terminals 
are easily accessible. 





Wiring Materials And 
Devices 





Bryant Convenience Outlets 

Many new advantages and features 
are claimed by the Bryant Electric 
Company, Bridgeport, Conn., for 
their new H142 convenience outlet. 
Contacts are made of high-grade 
bronze, which are firmly anchored in 
the bakelite body, providing maxi- 
mum contact tension throughout en- 
tire life. Large headed terminals 














O 


which easily accommodate number 
12 wire are provided and insulating 
barriers over wiring cavities make 
for easier wiring, greater safety and 
more wiring room. 

The face of the outlet is especial- 
ly designed to permit easy slot find- 
ing. The back plate is made of non- 
warping Micarta. Body dimensions 
are such as to permit easy mounting 
in any outlet box including shallow 
sectional wall cases. 


Bakelite Tri Tap 

The Eagle Electric Manufacturing 
Company, Inc., of Brooklyn, New 
York, is now manufacturing a new 
bakelite Tri Tap, which contains 
three outlets to receive three flat 








caps or two standard round outlet 
caps. This device is adaptable for 
either table use or base-board mount- 
ing. 

Its outstanding features are the 
distinctive streamline design plus 
its scientific construction, which 
includes the Eagle pressure contact 
and the one screw assembly arrange- 
ment with a reenforcement plate. 








Bakelite Outlet Boxes 

Parker outlet boxes are being 
produced in Bakelite molded by the 
Union Insulating Company, New 
York, N. Y., for use with non-metal- 
lic sheathed and CNX type cable wir- 
ing and in all places where corrosive 
fumes are present. The boxes re- 





ammonia fumes 
acid fumes in 


sist corrosion from 
in cattle barns, 


chemical or industrial plants and 
are particularly recommended 
wherever salt or moist air is pres- 
ent. 

The boxes are provided with 
knockouts which can easily and 
cleanly be removed for cable en- 


trances. Sizes and design, except for 
clamps and wire knockout, are the 
same as standard metal boxes. 


Slipknot Brown Tape 

Slipknot Brown friction tape is a 
new product manufactured by the 
Plymouth Rubber Company, Inc., 
Canton, Mass. The color of this new 
tape is practically the same as the 
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color of the raw rubber which is used 
as the base. Its long life and desir- 
able adhesion properties are the re- 
sult of its high rubber content, re- 
ports the manufacturers. 


Parkway Cable Handbook 

A new handbook discussing the 
application, construction and phy- 
sical properties of Parkway Cable 
together with information relating to 
current carrying capacities and cable 
jointing instructions is now avail- 
able for distribution from the Ana- 
conda Wire and Cable Company, 25 
Broadway, New York, N. Y. 


Hard Service Rubber Cord 

Tricord, an all-rubber hard serv- 
ice portable extension cord and 
cable for use in connection with high 
grade appliances, portable tools, and 
machinery in industrial plants, 
mines, quarries and every place 
where portable tools and machinery 
including cranes and shovels are 
used, has just been announced by 
the Triangle Conduit & Cable Com- 
pany, Inec., Brooklyn, N. Y. 

This new service cord, has a 60% 
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rubber jacket. It is cured in metal 
molds under high pressure which re- 
sults in long wearing qualities and 
great resistance to abrasion. 


Current Transformer Terminal 

Burndy Engineering Company, 
Inc., New York, announces a new 
low-cost clamp connector especially 
designed for terminating cables to 
the copper bars extending from each 
side of current transformers. 

The clamp designated type KPF, 
consists of a cast copper’ body 
through the bottom section of which 
a hole is tapped. A %” bolt passes 
through the hole in the copper bar 
and into the tapped hody hole where 
it forces the pressure bar solidly 
against the cable. By tightening the 
nut assembled on the bolt, the joint 
is clamped to the bar and protected 
against vibration. 



















This new terminal is readily taped, 


accommodates a wide range of 
cables, and can be pivoted upon the 
bolt to permit cable tap-off at any 
angle from the bar. 


Electrical Metallic Tubing 

Steel and Tubes, Inc., of Cleveland, 
Ohio, announces a new inside finish 
on Electrunite Steeltubes, a modern 
rigid threadless conduit. The new 
inside finish consists of a _ clear 
enamel of synthetic gum, blended 
with a special vehicle. This unique 
enamel preparation dries to a glass- 
hard smoothness that will not crack 
or peel when subjected to severe 
bending or flattening of the tube, 
and will not soften up when exposed 
to the heat of the sun. 

The new clear enamel finish re- 
duces wire pulling efforts to a mini- 
mum and takes the place of the pat- 
ented knurled inside finish develop- 
ed by the company four years ago. 


Adequate Wiring in the Home 

A most attractive booklet, en- 
titled “Your Home with Adequaté« 
Wiring,’’ was released recently by) 
the Arrow Electric Division of the 
Arrow-Hart & Hegeman Electric 
Company, Hartford, Conn. This 
booklet, printed by the rotogravuré 
method, is especially suitable for 
direct distribution among architects, 
builders, and individuals planning 
homes. 

The booklet emphasizes the idea of 
providing a path of light all through 
the house and directs attention to 
many types of outlets that might be 
overlooked by the average builder 
Radio outlets, fan hanger outlets 
basement recreation room outlets, 
laundry outlets, automatic closet 
light switches, master lighting 
Switches, switch controlled conven 
ience outlets, and many other specia! 
features are emphasized. 
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buying public’s confidence in Com- 
mercial Credit Company and familiarity 
with our time-payment financing plan can be 
a good-will credit on your ledger .. . a big 
help at the point of sale. 


Many of your prospective customers have 
had other purchases financed through us. We 
exercised diplomacy as well as thoroughness 
in investigating their credit. Our 
collection system has been courteous 
and considerate as well as efficient. 


When you offer them Commercial 
Credit Company financing, you find 


s 






I'VE GOT 


. JUST WHAT YOU NEED 


y MD) 


Commercial Credit Company supervision 
of credits and collections is an asset on the 
merchandising side, too. It helps to eliminate 
bad credits . . . allows you to concentrate on 
sound sales to your great advantage. Prompt 
remittance of your money increases your rate 
of capital turn-over. 


Call on me. I am one of 205 local managers, 
ready to finance all the sound sales you can 
make. The great resources of Commercial 
Credit Company .. . unaffected by changing 
local conditions . . 


. are behind me. 








0 


ready acceptance of terms. mt 


Speemnetas 


HEADQUARTERS BALTIMORE 





fy CG 


Serving Manufacturers, Distributors and Dealers Thru More Than 205 Offices in the U.S. and Canada 
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Crepit Company 


COMMERCIAL BANKERS 
CONSOLIDATED CAPITAL AND SURPLUS OVER $64,000,000 
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Universal Trol-E-Duct 

A flexible, movable electrical dis- 
tribution system designed to meet 
varying light and powe1 demands is 
offered in a new product called 
Universal Trol-E-Duct, announced 
recently by Bull Dog Electric Pro- 
ducts Company, Detroit, Michigan. 
It is an economical system of ade- 


quate wiring having wide provision 
for future changes or expansion, at 
the cost of a wiring system limited 
to immediate needs. 





Cross Sectional View, Showing Rolling 
TROLLEY Inserted In 
—— tiene OUCT, 

| 7 


¥ 






nea 
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Designed for surface mounting, 
Universal Trol-E-Duct consists es- 
sentially of section lengths of formed 
electroplated sheet steel duct in 
which are enclosed copper busbars, 
partially wrapped in insulating ma- 
terial. A narrow slot extending 
along one side of the duct, permits 
the insertion of movable trolley cur- 
rent collectors or stationary twist- 
out plugs, to which can be _ wired 
lights, tools and appliances. 





of Universal Trol-E- 


inch 
Duct is a potential current outlet for 


Every 


illumination, 
electrical ap- 


general and _ specific 
light duty tools and 
pliances. With respect to lighting, 
Universal Trol-E-Duct provides a 
system which is flexible enough to 
conform to both the structural and 
equipment layout of a building. 


G-E Home Wiring 

A new booklet entilled ‘‘General 
Electric Home Wiring” is now avail- 
able to electrical contractors for use 
in selling adequate residential wir- 
ing. Profusely illustrated with dia- 
grams and sketches, the booklet 
combines a concise listing of home 
wiring materials with a manual of 
adequate wiring recommendations. 

A special feature of the booklet is 
a series of eight diagrams illustrat- 
ing the flexibility available in resi- 
dential wiring by making use of 
standard General Electric wiring de- 
vices and materials. A check list for 
residential wiring adequacy together 
with much valuable sales material 
makes this booklet particularly suit- 
able for direct customer presenta- 
tion. 


General Electric Radio Outlet 
A convenient and attractive outlet 
for noise-reducing or “doublet’* an- 


tennas, which eliminates the usually 
unsightly wiring connections charac- 
teristic of most radio receivers in- 
stalled in the home was recently an- 
nounced by the General Electric 
Company, Bridgeport, Conn. The 
outlet affords a compact means of 
separable attachment for ground, 
two-wire antenna, and power leads 
for a radio set. 

The outlet has three slots in the 
upper portion for ground and an- 
tenna connections, and the conven- 
tional two slots in the lower portion 
for the power plug. A metal divider 
is attached securely to the body of 
the outlet to separate the low and 
high tension circuits in the switch or 



















outlet box. A special cap is provided 
with polarity prongs arranged so as 
to prevent incorrect connection of 
antenna and ground circuit. 


Dutch Brand Friction Tape 

A new narrow width roll of fric- 
tion tape suitable for radio, motor 
repair, fixture and other small work, 
has just been announced by Van 
Cleef Bros., Chicago, Ill., manufac- 
turers of the Dutch Brand rubber 
and chemical products. This new 
product, %-inch in width, will prove 
of great practical convenience to 
many users of friction tape. Not only 





will it save the user’s time but it will 
also permit a neater job. 

The narrow width friction tape is 
of the same high quality as Dutch 
Brand tape in standard widths and 
each roll is wrapped in cellophane 
with an identifying label as illus- 
trated here. Catalog sheet No. 2A 
describes the new product. 





Meters, Instruments 
And Tools 








Clip-On Ammeters 

Three new dual range combina- 
tion Clip-On ammeters have been 
added to their list of stock instru- 
ments by the Ferranti Electric Com- 
pany, 30 Rockefeller Plaza, N. Y. 
These new ammeters bring the total 
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number offered by Ferranti to ten, 
each individual meter having two 
distinct full scales. The full scale 
range of these instruments is chang- 
ed instantly at the touch of a switch 
immediately above the dial. 

These new additions result in an 
availability of scales varying from a 
minimum of 7.5 amperes up to the 
highest of 1500 amperes. All meters 
have 2%-inch open faces and are 
accurately readable down to 2% of 
the full scale value, in the case of 
low range meters and down to 10% 
of full scale value in the case of 
high range instruments. 


New Instrument Bulletin 

Bringing together instrumenta- 
tion and machinery for the bet- 
terment of industry is the primary 
purpose of a new house organ en- 
titled ‘Instruments in Industry” 
which will be issued periodically by 
the Meter Division of the General 
Electric Company, Schenectady, N 
ze 


The many ways in which electric 
instruments can bring more and 
greater benefits to industry will be 
presented and illustrated, and new 
products will be announced in the 
columns of this periodical. 


Electric Soldering Unit 

A new all-purpose deluxe Thermo- 
Grip soldering unit for all types of 
soft soldering work has been intro- 
duced by the Ideal Commutator 
Dresser Company, Sycamore, Illinois 
Operating electricallly, the unit elim- 
inates the necessity cf using an open 
flame. 

This new soldering unit consists of 
of a transformer and four heads or 


tools. All current carrying parts are 
fully insulated. The four heads 
available for use with this instru- 


ment make it truly un all-purpose 
unit, permitting a wide variety of 
work, 


Jasco Junior Drill 

A small, inexpensive, light 1/4- 
inch drill, designated as the Jasco 
Junior Drill, has just been announced 
by the James Clark, Jr., Electri 
Company, Louisville, Kentucky. This 
drill is rugged in design yet wil! 
“fit”? in the pocket book as well as 
the tool box of any wireman. 

It is equipped with a_ nationally 
known manufacturer’s gear typ 
chuck, made to give leng_ service 
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WIRING BIDS 





become 


WIRING CONTRACTS 








when you figure on using 





PORCELAIN KNOBS and TUBES 








LALLI GATOR 


ALLIGATOR NAIL KNOB 


Combines dielectric properties with sup- 
porting strength—extra heavy leather wasn- 
ers absorb hammer blows—criss-cross cor- 
rugations insure positive grip. Safe, simple 
to install and economical. 


fi : 
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TWO WIRE CLEAT 


Like the Alligator Nail Knob, the new two- 
piece cleat is a money saver—money maker 
for distributors. A good piece of tough 
electrical porcelain made to space the wires 
correctly and grip them permanently. 


NEW ALL-PORCELAIN 
OUTLET BOXES 


Furnished in glazed and unglazed styles 
which conform to all existing standards of 
dimensions, spacing, position of knock-outs 
and mounting screws. Switch box has No. 
6-32 tapped metal inserts .,. . outlet box 
has No. 8-32 inserts. 

Descriptive literature is available on all 
above items and on the better wiring system 
—installed with porcelain insulators. 








There is added profitable business to be gained by 
taking advantage of the widespread demand for 
‘Porcelain Products’; in wiring all types of buildings. 
You can make lower bids on prospective jobs because 
there is less material cost involved in installation... . 
the simplicity of design of concealed Knob & Tube 
and open Cleat wiring reduces this expense. This 
lower material cost also permits a larger margin of 
profit on every job for you! 


And don’t forget that your customers stay satisfied. 
Porcelain is impervious to dampness or fumes, heat 
or fire, and never suffers from just plain old age! 


Inspectors favor all-porcelain insulated wiring be- 
cause the air space between conductors keeps them 
cool when well loaded, prevents fire hazard and 
eliminates shorts. 


WRITE for our latest bulletins. They explain why, 
where, when and how to use and sell ‘Porcelain 
Products’ and will be valuable in interviews 
with architects and builders. 


‘PORCELAIN PRODUCTS’ are sold only 
through wholesalers. Write our nearest 
representative for full information and 
prices. 


George E. Anderson Co. 
Santa Fe Building 
Dallas, Texas 


Fullwiler & Chapman 
314 Luckie St., S. W. 
Atlanta, Georgia 


PORCELAIN PRODUCTS :xc. 


FINOLAY, OHIO -- PARKERSBURG, W. VA. 











The spindle is backed up by a ball 
thrust bearing which is amply large 
to take the thrust of a quarter inch 
drill bit. The armature bearings are 
impregnated with a lubricant suffi- 
cient to take care of them for a long 
time, and the gears are oil hardened 
to give long life. An improved fan 
gives a strong blast of air which 
keeps the drill cool and comfortable 
to operate. 


New Model Megohmer 

Herman H. Sticht & Company, 27 
Park Place, New York City, N. Y., 
have placed on the market a new 
model “DM” megohmer which dif- 
fers from the older instruments of 
this model in that the instrument 
has been re-designed so that it may 
also be used as a portable a-c and 
d-c voltmeter with a range of 600 
volts. 

Preceding instruments of this de- 
sign were provided with a range of 
0-100 megohms and with a 500 volt 
generator for insulation resistance 
measurements, with au extra binding 
post to permit using the instrument 
as a portable d-c voltmeter with 
range of 0-260 volts or 0-600 volts. 
Instruments of this type will still 
be available at the regular price but 
there will be an extra charge for 
those having the combined a-c and 
d-c feature. 


Heavy Duty Cutting Plier 

A new heavy-duty diagonal cut- 
ting plier, known as No. B18, has 
just been added to the Bonney Tool 
Drop-forged of a high-grade, 

plier is 
its 


line. 
special analysis steel, this 


heat-treated throughout entire 








length. The long cutting edges are 
earefully ground and made to with- 
stand the hardest service. It is 


finished with polished head and 
blued handles and is seven inches 
long overall. Full details may be 
obtained by addressing Bonney 
Forge and Tool Works, Allentown, 
Pa, 


Electricians Handy Tools 

Three new tools recently added to 
the Ideal Commutator Dresser Com- 
pany, Sycamore, Illinois, line of elec- 
trical equipment include a cable rip- 
per, a friction and rubber tape hol- 
der, and an automatic wire stripped. 





is particularly 
non-metallic 
lead covered 


The cable ripper 
suitable for use on 
sheathed duplex or 
cable. 

The tape holder is designed for 
convenient wearing on the belt which 








permits tape to be pulled off as 
needed. 

The automatic wire stripper, also 
illustrated here, has a lever which 





stops the return of the arms until 
wire is removed after stripping and 
is then snapped back to normal. The 
automatic stripper is particularly de- 
signed for stripping stranded wires 
and is said to prevent jamming of 
strands, 





Lighting Fixtures And 
Accessories 





Benjamin intensifier 

Intended as a powerful supple- 
ment to general illumination, the 
Benjamin Intensifier, offered by the 
Benjamin Mfg. Company, Des 
Plaines, Illinois, is a scientifically 
designed industrial spotlight capable 
of high intensity illumination at the 
tool point of machines or over small 
areas of work benches. Light 
values approximating 1000 foot 
candles can be built up over restrict- 
ed areas of vertical or horizontal sur- 
faces, through the angular adjust- 
ment feature which is an _ integral 
part of the design. 

Glare, usually a by-product of in- 
tense lighting, is reduced to a mini- 
mum through the use of dead black, 
internal louvers which are removable 
when a less highly concentrated 
beam is desired. 

The intensifier is available in ad- 
justable focus types, from 60 to 200 
watts, using medium base lamps; 
and in fixed focus, 300 to 500 watt 
mogul base types. All models em- 
ploy highly polished aluminum alloy 
reflectors, externally finished in 
green lacquer. 


Mercury Vapor Type Fixtures 

In line with the excellent lighting 
results obtained through the use of 
correctly designed fixtures utilizing 
both mercury vapor and mazda 
lamps, The Miller Company, Meriden, 
Conn., has added a number of new 
designs of this type of fixture to their 
already broad line. A new catalog 
has just been prepared which shows 
the complete line. 

In addition to providing complete 
specifications of the various types of 
combination fixtures available, this 
new catalog provides an efficient 
working tool that includes such data 
as spacing and mounting heights, 
foot candle intensities, and other 
general data relating to the mer- 
cury lamp. The catalog will be found 
particularly valuable for direct pre- 
sentation in the promotion of Mer- 
Tung lighting equipment sales. 


Sterling Ster-Lite Fixtures 

Developed especially to provide 
maximum intensity at selling levels, 
Ster-Lite fixtures, manufactured by 
Reflector & Illuminating Company, 
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Chicago, combine sterling silvered 
glass reflectors and opal glass 
louvers. The reflectors project in- 
tense, non-glaring light direct to 
merchandise, shelves, counters and 
tables while the louvers afford dif- 
fused general illumination for eye 
comfort. 

The manufacturer’s Bulletin 8000 
gives complete details on these fix- 
tures which it is said, through their 
high efficiency, permit lighting ef- 
fectiveness with relatively low wat- 
tage. 


Diffuser For Mercury Lighting 

The Westinghouse Glassteel Dif- 
fuser is designed to proverly distri- 
bute the light from the 250-watt high 
intensity mercury lamp where the 
mounting height is under 18 feet. 
The unit is especially suitable for 
lighting machine shops, piating and 
polishing rooms, assembly lines and 
departments, pattern shops, printing 
plants, tool rooms, stamping depart- 
ments, finishing and inspection de- 
partments, and welding forge and 
heat treating rooms. 

The Glassteel Diffuser consists of 
a white porcelain enameied reflector 
which directs the light downward, 
and a diffusing glass globe. The re- 
flector has six openings at the top 


SI 





which permit some light to reach the 
ceiling, thus reducing the contrast 
between the ceiling and lighting unit. 
The diffusing glass globe conceals 
the bright light source, thereby min- 
imizing glare and softening shadows. 

The reflector is drawn from 22 
gauge iron sheet and porcelain en- 
ameled. The diffusing globe is of 
single layer homogeneous glass and 
is provided with a copper globe pro- 
tecting ring. Various types of hoods 
are available. 


New Line of Alzak Reflectors 

Simultaneously with the announ- 
cement of its recently installed Alzak 
processing plant, the Miller Company, 
Meriden, Conn., announces a new line 
of high efficiency Alzak aluminum re- 
flectors for lighting low bay indus- 
trial areas and also claims the first 
complete engineered line of Alzak 
aluminum reflectors for industrial 
requirements. 

Chief emphasis is placed upon the 
new low bay reflectors, offered un- 
der the trade name “Ivanhoe,” be- 
cause they differ radically in contour 
from reflectors in general use as a 
result of being carefully engineered 
to take full advantage of the notably 
high reflection characteristics of 
Alzak aluminum which are radically 
different from those of porcelain 
enamel and other materials common- 
ly used in reflector manufacture. 
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Here's the first standard of wiring adequacy equally acceptable to all branches of the Electrical Industry. The 


“HANDBOOK OF INTERIOR WIRING DESIGN” 


Interprets modern practice in wiring installation. Follows the spirit and intent of Codes. 
Surveys the field not only from the viewpoint of user or buyer but also from the aspect 
of designer and seller. Leads to good wiring service, safety and customer satisfaction. 


FTER months of study and deliberation by some of 
A the best minds in the several branches of the elec- 

trical industry, the “Handbook of Interior Wiring 
Design” is at last available to the industry. Prepared with 
painstaking effort by members of a joint committee under 
the chairmanship of E. A. Brand, Niagara-Hudson Power 
Company, Buffalo, N. Y., the work is a monument to the 
co-operative spirit within the industry. It meets a long- 
felt need in dealing with the problem of inadequacy in 
wiring capacity and the handicap it places on electrical 
progress. 


Many efforts have been made in the past to develop 
suitable standards for the guidance of those who design 
electrical installations. The effect of these previous efforts 
has been cumulative and each has contributed to some ex- 
tent to this most recent effort. Perhaps the most interest- 
ing feature about the “Handbook” is the fact that it rep- 
resents the first standard of wiring adequacy which is 
equally acceptable to all branches of the electrical indus- 
try. Eight organizations, the Artistic Lighting Equipment 
Association, Edison Electric Institute, Illuminating Engi- 
neering Society, International Association of Electrical In- 
spectors, National Electrical Contractors’ Association, Na- 





tional Electrical Wholesalers’ Association, National Elec- 
trical Manufacturers Association, and the Radio Manufac- 
turers’ Association, have assisted in its preparation and 
are sponsoring its distribution 


In preparing this Handbook, the authors have endeavored 
to create a reference book of value to the designer of those 
installations not normally handled by a consulting elec- 
trical engineer or by firms that undertake large special 
structures and maintain engineering staffs. Thousands of 
single family residences and other smaller structures are 
built annually without the benefit of such expert treat- 
ment and it is toward the individuals and organizations 
who plan and construct these buildings that this book 
is directed 


In general, the Handbook discusses “‘why’’ adequate wir- 
ing is needed, ‘“‘what’’ must be installed to supply those 
needs, and “where” it should be placed. It is distinctly 
not a booklet on “how” to wire in the sense of covering 
specific wiring materials and their installation. Every ef- 
fort has been made to include all of the factors that enter 
into the smaller job while only an outline of procedure 
has been given for larger installations 


You can now secure the “HANDBOOK OF INTERIOR WIRING DESIGN” with a 3- 

year subscription to ELECTRICAL SOUTH for only $2.50 or a 5-year subscription for 

only $3.50. Send in your subscription today and get your copy of this valuable hand- 
book before the supply is exhausted. 


ELECTRICAL SOUTH 


GRANT BUILDING 


ATLANTA, GA. 
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Timely News of the 


ELECTRICAL 


ANUFACTURERS . . . 





International Nickel Co. 
Announces Contest 


A unique contest in which the 
prize is a complete Monel kitchen 
has been announced jointly by The 
International Nickel Company, Inc., 
and its manufacturing subsidary, 
Whitehead Metal Products Company, 
Inc., to all electrical dealers and to 
gas and electric utilities. 

With the purchase by a utility or 
dealer of a Mone] kitchen and back- 
ground for showroom display, a 
duplicate set of kitchen equipment 
will be given free. This kitchen is 
to be used by the colapany purchas- 
ing the display as an award in a 
consumer contest. 

Appropriate advertising mats, 
window trim, consumer literature, 
contest blanks are supplied without 
charge. This type premotion is de- 
signed to arouse the interest of an 
entire community, to create store 
traffic, to build up a valuable list of 
prospects, and to give the dealer a 
year-round display. 


Kelvinator Service Department 
Sponsors Good Will Campaign . 


Kelvinator recently launched its 
sixth annual ‘“‘User Good Will’ cam- 
paign through its Service Depart- 
ment. The object of the campaign 
according to E. A. Seibert director of 
service is to stimulate sales during 
the winter months and to keep more 
service men gainfully employed by 
distributors and dealers. 

“The suggestions that we are of- 
fering to distributors and dealers in 
the 1937 ‘User Good Will’ program 
are intended to increase service de- 
partment volume and also to increase 
retail sales.’”’ states Mr. Seibert. 
“Primary emphasis has been placed 
on the advantages of obtaining large 
repair jobs on commercial and apart- 
ment house multiple equipment, as 
well as selling replacement parts for 


such installations. A periodic check- 
up on electric household appliances 
maintains consumer good will and 
often leads to new sales.” 

An “inspection tag’’ listing the 
wearing parts, and showing the in- 
spection date and the results of this 
inspection, is pasted on the door 
jamb of the household refrierator as 
a reminder of this service. 


New Pelco Distributors 
Are Announced 


The following firms have acquired 
the Pelco franchise recently, accord- 
ing to information released by E. W. 
Jones, sales manager, Refrigeration 
Division, Portable Elevator Mfg. Co., 
Bloomington, Illinois, makers of 
PELCO Electric Beverage and Bever- 
age-Food coolers, KOOLIE Beverage 
Coolers and CENTURY PELCO 
Icers: 

Arthur Fulmer, Memphis, Ten- 
nessee; T. E. Dobertson, Mountain 
Home, Arkansas; Norge Equipment 
Co. of Louisiana, New Orleans, La.; 
Paramount Refrigeraticn Co., Ince., 
Louisville, Ky.; and Reader’s Whole- 
sale Distributors, Houston, Texas. 


Nela Park Announces Plans 
For 25th Anniversary . 


Plans for the celebration of the 
25th anniversary of the opening of 
Nela Park have been announced by 
J. E. Kewley, vice president in charge 
of the Incandescent Lamp Depart- 
ment of General Electric Company. 

The celebration, according to the 
announcement, will extend from 
the date on which Nela Park was 
officially opened, to October 21, the 
59th anniversary of the invention of 
Edison’s first practical incandescent 
lamp, which gave point and promise 
to the original Edison Hlectric Light 
Company, direct forerunner of the 
present General Electric Company, 
whose financial and moral support in 
the early days of the National Elec- 
tric Lamp Company made Nela Park 
possible. 

The Nela Park celebration, which 
will coordinate with and form part 
of General Electric’s 60th Anniver- 
sary, will signalize twenty-five years 
of lamp development and lighting 
research at this ‘‘University of Light’ 
which has given birth to much of the 
progress recorded in the field of 
lamps and lightning. 


Nela Park, one of America’s most beautiful industrial plants 





TIME SWITCHES $ 95 


and up 


CHROMALOX iinez oniee 
| NOW supplied on 


many ranges. . . fa- 
vored by housewives 
everywhere .. . ef- 
fectively influencing 
many range sales. 


With capacities from 5 to 
400 Amperes 


IG IUCHRONG ON 
FLASHERS 


All Types and Arrange- 
ments of Circuits for 
Every Effect. 


For Detailed Information, Write 


Automatie Elee. Mig. Co. 


MANKATO, MINN. 


$@50 


and up 


Write us or our 
nearest representative 


ATLANTA, Ga.—C. B. Rogers, 1000 Peachtree St. DALLAS, Texas— 
Elgin B. Robertson, 1215 N. Zangs Blvd. RALEIGH, N. C.—W. R. 
Phillips. OKLAHOMA CITY, Okla.—Paul Berry, 3128 N. W. 26 St. 





EDWIN | WIEGAND SO. 7600 Thomas Blvd_., Pittsburgh, Pa 
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"Swe, La a SAD GUY 


¢¢ Many salesmen have bumped into my 
stock lament that ‘business is bad’. Well, 
sometimes business is punk, but usually my 
grief is just a protective mask that I have 
adopted to discourage salesmen. After all, 
I’m a busy man! But when I pick up my 
copy of ELECTRICAL SOUTH, I am plenty 
alert. Those editors are specialists in the 
electrical field. They gather useful ideas 
which, when put to work, create better busi- 
ness and more profit for me. The worse bus- 


iness is, the more I need their help! 


““And I read the ads, too, for I know that 
they are in ELECTRICAL SOUTH because 
they have something real to offer . . . not be- 
cause they get editorial publicity. Their 
representatives stand the best chance of be- 


ing greeted with a smile in my office! 


“The money I pay for my subscription to 
ELECTRICAL SOUTH is not an expense 


it’s the best investment I make 
99 


each year! 
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Use GREE NLEE TOOLS (iseeaiesiae 


FOR George H. Bucher, executive vice 
president of the Westinghouse Elec- 


ra tric & Manufacturing Company, has 
B etter W Iron 3 J O b s been elected president of the com- 


: pany. 
an d G reater P ro f its Frank A. Merrick, president since 
1929, was elected vice chairman. 
These announcements were made by 
A. W. Robertson, chairman. 


On jobs where Greenlee Tools 
are used, contractors not only 
are able to do better work, but 
many operations can be per- 
formed faster and with less ef- 
fort on the part of the work- 
men. This makes it easier to 
realize a profit, something that 
can’t be overlooked in any busi- 
ness. So evident is this in 

bending conduit and en- 
—~% . larging knockouts that 
ie a many have reported to 
i us that these tools paid 
cnn * —- for themselves on the 


—_—— very first job. 


Hydraulic Benders my George H. Bucher 


Above is the Rigid Conduit Bender in Both Mr. Buch 1 Mr. Merrick 

; ‘ 4 a oth Mr. Bucher and Mr. Merrick 
action. It is readily portable and simple have been with the Westinghouse 
to operate. Bends made with it are Company for many years. Mr. 
smooth and accurate, with very little Bucher began his work with the 


distortion in the metal. No. 770 bends . go> * company in 1909 in an assembly 
: . 3 aisle at the East Pittsburgh plant. 


all sizes from 1% to 3”. The large 
bender, No. 775, handles all sizes from 
2% to 4%2”. The No. 770-T Thin-Wall 
Steel Conduit Bender is shown to the 
right. Same as No. 770 but with at- 
tachments for bending 144, 1% and 2- 
inch thin-wall conduit. 





Knockout Tools 


Greenlee Knockout Punches and Cutters 
are labor-saving devices to a much 
greater extent than their simple appear- 
ance would indicate. They eliminate all 
reaming and filing in the enlargement 
of holes for conduit in switch boxes, etc., 
and they perform the operation in a 
fraction of the time required by other 
methods. Punches come in two sets for 
conduit from 2 to 2-inch. The cut- 
ter is for all sizes from 12 to 3-inch. 


GREENLEE TOOL CO., 1707 Columbia Ave., Rockford, Ill. 


cena ce: ‘Si “a: ei as Mail This Coupon To-day 


Frank A. Merrick 


GREENLEE TOOL CO., 1707 COLUMBIA AVE., ROCKFORD, ILL. Mr. Merrick was manager and chief 
Please send information on the following tools: engineer of the Steel Motor Company 
the : so f f F in 1902 at the time that company wa: 
C) Rigid Conduit Benders [] Thin-Wall Conduit Benders () Pipe Pushers absorbed by Westinghouse. 
C) Knockout Tools C) Joist Borers L] Electricians’ Bits (] Bit Extensions * * * 
IE si v6 es.enat PUR ee ee aia Lawrence Jennings has been ap- 
ame Address pointed regional supervisor of G-E 
appliance sales to central stations, 
4 effective at once, according to an- 
My Jobber is , nouncement by Carl M. Snyder, ap- 
pliance sales manager of the Gen- 


aS ee om 
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Mr. Jennings will be responsible 
for both specialty and household ap- 


pliances and will contact holding 
companies and the larger operating 
-ompanies. 

* + 


W. A. Moss, has been appointed 
Southwestern district manager for 
the Chance Company, Centralia, Mis- 
souri, and will make his headquar- 


(for ganging single phase meters) 


ters in Atlanta. Mr. Moss was most 
successful in selling Chance products 
on the Pacific Coast where he was 

(Fig. C) 


western manager for several years. 
* : ca 


Bret C. Neece was elected vice " 
& Multiplex Overall Meter 


president of Landers, Frary 
Clark at a recent meeting of the is 
board of directors. Mr. Neece, who is Enclosures are made in a 
sales manager of the Major Appli- rt 
ance Division, has been associated variety of styles and sizes 
with the organization for the past 
15 years. 4 
</ 2 to meet requirements. 

Charles D. Poey joined the Greist 
Manufacturing Company, New Hav- 
en, Conn., as chief engineer of the il- 4 se 
luminating division, a newly creat- The multiplex method of gang 
ed post. Mr. Poey was associated ° . 
with the Consolidated Edison Sys- ing single phase meters saves 


tems for more than twenty years, ° f iI e 
holding the position of illuminating space, gives full protection and 


engineer and manager of the light- . ° ‘ 
ing bureau at the time he resigned. 1S easily and economically . 

x & : Fig. E 

Gilbert Schade has been appointed accomplished. (Fig. E) 

sales promotion manager of the Si- 

lex Company, Hartfoid, Connecticut, 


according to recent announcement. - 
Mr. Shade was formerly with John Write for information on Superior Overall 
B. Fairburn Adveriising Agency. 

ee # Meter Enclosures. 

The appointment of J. Harold 
Hawkins, as consultant to the Gen- 
eral Electric Home Eureau effective 
immediately, has just been an- in o 
nounced by C. W. Stuart, manager. om S t hb d 
Mr. Hawkins brings the Home Bu- uperior wil Gc oar 
reau a wide editorial experience in ‘ 
the home building field, having 
been associated with McCall’s Mag- & Devices Company 
azine and Ladies’ Home Journal for 
a number of years. CANTON, OHIO 

%* + ¥ 

Frank J. Carr has been appointed *Been at it Since 1920 
assistant to the president of the 
American Steel & Wire Company, 
subsidiary of the United States 
Steel Corp. 

Mr. Carr for the past four years 
has been comptroller of the Tenn- 
a Valley Authority at Knoxville, 
Tennessee, and previous to that was 
comptroller of Aviation Corp. and REG. U.S. PAT. OFF. 
subsidiaries after having held a 
similar position with Hahn Depart- 
ment Stores. 























L A. Saylor 


Appointment of divisional adver- 
tising men, to direct the advertising 
and sales promotion fcr the various 
Hotpoint major appliance lines, has 
been announced by W. A. Grove, 
advertising and sales promotion. 
manager of the Edison General Elec- 
tric Appliance Company, Ine., Chi- 
cago. 

Lynn A. Saylor, a member of Hot- 
point advertising department for 
the past 9 years, will direct the 
advertising of the Hotpoint electric 
range and commercial cooking 
equipment. Mr. Saylor joined the 
Hotpoint organization after serving 
the Chicago Herald and Examiner 
and the Montgomery Ward and Co. 

Advertising of the Hotpoint re- 
frigerator will be directed by W. C. 
Jones. Mr. Jones joined the sales 
promotion department of the Gen- 
eral Electric Co., in 1930 and later 
became sales promotion manager of 








MINERALLAC HANGER 


Conduit 32—2V>”’ Rigid* 
Cable to 2” (with Bushings) 
“Also thin wall 


MINERALLAC JIFFY CLIP 


Sizes from .250” O.D. Tubing 
to 1%” conduit. 
Send for catalog sheet 


New Orleans office 
C. ROBERT CHURCHILL 
Louisiana Bldg. 


MINERALLAC ELECTRIC CO. 
25 N. Peoria St., CHICAGO 


L. M. Russell 
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W. C. Jones 
Appliance, Harris- 


the Keystone 
the Hotpoint 


burg, Pa. He joined 
organization in 1937. 

Hotpoint water heater and kitch- 
en sanitation advertising, including 
the new Hotpoint electric sink, 
dishwasher and kitchen waste unit, 
will be handled by Norman D. Eck- 
liff. Mr. Eckliff has had extensive 
experience with the Chicago Tribune 
and as assistant advertising manag- 
er of the Walgreen Co. He has been 
a member of the advertising de- 
partment of the Edison General 
Electric Appliance Co., for the past 
two years. 

Lewis M. Russell will direct the 
advertising and sales promotion of 
Hotpoint washers and ironers. Mr. 
Russell has served the Blackett, Sam- 
ple and Hummert, Chicago advertis- 
ing agency and was assistant adver- 
tising manager of Utilities Power and 
Light Corp. 

R. F. Blaine will direct the ad- 
vertising of the Hotpoint kitchen. 
After a brief period with United 
Airlines, he joined the Hotpoint or- 
ganization in 1935 as sales repre- 
sentative. He was transferred to the 
advertising department in ‘1937. 

In their new positions, these men 
will work under the supervision of 
Mr. Grove. 

* + * 

The appointment of David S. Gray 
as manager of water heater sales 
and Stanley G. Fisher as manager of 
dish-washer sales has just been an- 
nounced by Reese Mills, manager of 
the Westinghouse Range and Water 
Heater Department. 


D. S. Gray S. G. Fisher 

Mr. Gray has been affiliated with 
the Central District of Westinghouse 
as its range and water heater super- 
visor, where he acquired much of his 
water heater business experience. 

Mr. Fisher, as manager of dish- 
washer sales, will alse continue to 
direct its developmént and promo- 
tional work. He has been in the 


N. D. Eckliff 


for APRIL, 1938 


R. F. Blainz 


dish-washer sales department for ap- 
proximately eight months, after hav- 
ing been connected with the West- 
inghouse merchandise advertising 
department for two years, where he 
was responsible for the dish-washer 
and water heater advertising activi- 
ties. 
%* + ¥ 

L. H. D. Baker, formerly a member 
of the firm of Winslow-Baker-Mey- 
ering Corp., will now head the Uni- 
versal Cooler Corporation’s equip- 
ment sales division of the domestic 
sales department, according to F. S. 
McNeal, president. 

When Copeland Products, Ince., 
was taken over by Winslow-Baker- 
Meyering Corp. in 1933, Mr. Baker 
became vice president of the Cope- 
land Refrigerator Corp. 





Fine food, comfortable smartly ap- 
pointed rooms, friendly service. And 
yet over 50% of all rooms for $3.50 
or less single; $5.00 or less double. 


ulair 


ST. LOUIS 





SAINT LOUIS 
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TORK CLOCKS 


Window Lighting, Signs, Heating, 
Ventilating and Air Conditioning. 
Portable Models for Radios and Cookers 


$9.75 and up 


WRITE FOR BULLETINS 


<p W. Clower 


36 Alabama Strect Atlanta, Ga. 


The Tork Clock Co., Mount Vernon, New York 




























EVERSTICK 
ANCHORS! 


New nut housing. Locks 
Anchor firmly on rod. 
Red cannot slip thru 
Anchor when being in- 
stalled. 


Engineers appreciate Ever- 
stick features which assure 
safety, long life and ease 
of installation in any soil 
condition. 





A complete line with 3 types of expanding 
Anchors and rigid types of Cone Anchors. All 
sizes and holding capacities. Write for Ever- 
stick literature including new folder on Rural 
Electrification Lines. 

THE EVERSTICK ANCHOR CO. 


FAIRFIELD, 
IOWA 



























“THE HOTEL% 
THE MonrH 















CHICAGO, 
exe. ILLINOIS 









HOTELS 


You'll get more for your money at Pick Hotels. Spa- 
cious, comfortable rooms. Delicious food and real 
personal service. All at moderate prices. 


CHICAGO, ILL......GREAT NORTHERN HOTEL 
DETROIT. MICHIGAN..... «+++ TULLER 





COLUMBUS, OHIO...... 
COLUMBUS. OHIO.......+ FO! 
TOLEDO, OHIO ...+-+++-+sFORT MEIGS HOTEL 
CINCINNATI. OHIO.. FOUNTAIN SQUARE 


, - ANDERSON 
TERRE HAUTE, INDIANA. TERRE HAUTE HOUSE 
ASHLAND, KENTUCKY........ VENTURA HOTEL 
OWENSBORO, KENTUCKY. OWENSBORO HOTEL 


SOUTHERN HOTEL 
ST. LOUIS, MO....-...+.MARK TWAIN HOTEL 
WACO. TEXAS..-«..+++++--++RALEIGH HOTEL 











WHENEVER Y 






















































BEVERAGE & BEVERAGE-FOOD 


COOLERS 


YOU should sell PELCO because: 

BIG MARKET—Hotels, restaurants, bowling alleys, taverns, 
and other places selling bottled beverages. 
PERFORMANCE—Unequalled efficiency. Cools from room 
a to desired degree in about 30 minutes—hour - 
after ho 

EXCLU SIVE COMBINATION MODELS—double the value. A 
super cooler plus a roomy, efficient dry-cold refrigerator. 
SALES and MERCHANDISING HELPS—Full factory coop- 
eration and protection .. powerful advertising promotion. 
MANUFACTURING REFINEMENTS — motor, coil and 
compressor form a “balanced-unit”—9 point cold con- 
trol—super-powered—sanitary enclosed coils—stainless 

steel trim hardware—baked-on PELCO red enamel 

finish. 

You can reach PROFITABLE volume in 30 days 
































or less. 
GET all FACTS on PELCO—now, before the Sum- 
mer sales rush starts. Address Desk O-48. 


* © Vi * ( * 
PORTABLE ELEVATOR MFG. CO. 
BLOOMINGTON, ILLINOIS 
In Canade-UNIVERSAL COOLER CO-of Canada-Ltd 

BRANTFORD, ONTARIO 8—_o”_ lg 
Y 














































Use Up-to-date 


MAXIMUM 
DEMAND 
REGISTERS 




























Maximum Demand 
Register 





























Sangamo Type L-2-A Two- 
Element, Single-Disk Meter 
equipped with Type HG 
Demand Register 












Sangamo Type HG 
Demand Registers 
are interchangeable 
on Sangamo Single- 
phase Meters as well as the two- 
element, single-disk Type L-2 Meters. 








Walter Lown, former director of 
sales of the Greist Manufacturing 
Company, will head Polaroid Light- 
ing, Inc., a new company to develop 
the market and promote the use of 
the new light controlling material, 
Polaroid, in the field of illumination. 





Mr. Lown has an enviable record 
of achievement in the successful 
sales promotion of portable lighting 
equipment and has received wide- 
spread recognition, culminating in 
his selection for the presidency of 
Polaroid Lighting, Ine. 

* & & 

Stanley M. Ford has been appoint- 
ed sales manager of the heating de- 
vice section of the General Electric 
appliance and merchandise depart- 
ment, it has been announced by C. J. 
Hendon, manager of the section. He 
will continue to make his headquart- 
ers at Bridgeport, where he has been 
special representative for heating de- 
vices for the past two years. 

* * * 

The appointment of Charles M. 
Rowland as sales manager for the 
Commercial Refrigeration Section of 
the specialty appliance sales division 
of the appliance and merchandise 
department, Genera] Electric Com- 
pany, Nela Park, Cleveland, has been 
announced by Harold T. Hulett, 
manager of the section. Prior to his 
appointment, Mr. Rowland was com- 
mercial sales manager for the Gen- 
eral sales manager for the General 
Electric Supply Corporation of 
Cleveland. 


Air Conditioner For Small 
Commercial _ Installations 


The same proved, efficient air 
conditioning method used in thous- 
ands of large theaters (‘‘Kooler- 
Aire’’ systems) is now available in 
a small, efficient, low-priced unit for 














SANGAMO 





ELECTRIC 








COMPANY 





SPRINGFIELD, ILLINOIS 
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small stores, shops, cafes, bars, 
beauty parlors, offices and all other 
small business places where custom- 
er comfort means so much in pat- 
ronage and profit. 

This new compact unit is called 
“Midget Kooler-Aire.” It draws in 
100% fresh air, washes it to remove 
dust, dirt, soot, pollen and other 
impurities, then cools it to th 
comfort point, then circulates 
gently, without drafts, throughout 
the room. 

“Midget Kooler-Aire’’ comes in a 
complete package unit, fits into 
small space; quickly installed with- 
out interruption of business; no air 
ducts required. A _ single Midget 
Kooler-Aire Unit under average con- 
ditions will cool and air condition a 
room 30 x 20 x 12 feet (about 7,009 
cubic feet). 

Midget Kooler-Aire is manufactu: 
ed by the United States Air Cond 
tioning Corporation, Minneapolis, 
Minn. 


Hotpoint Establishes New 
Factory Branches 


Announcement of the_ establish- 
ment of Hotpoint Factory Branches 
at Chattanooga, Tenn., Dallas 
Texas, Syracuse. N. Y.. and Min- 
neapolis, Minn., has just been made 
by R. W. Turnbull, vice president 
and general sales manager of the 
Edison General Electric Appliance 
Co., Inc., Chicago. 

H. C. Chestnutt will be in charge 
of the Chattanooga HKranch, D. E 
Darnold the Dallas Branch, L. E 
Smith, the Syracuse branch. 

The branches will function as 
wholesale distributors, operating as 
independent units. 

Adolph Rebensberg will assume 
the responsibility of factory branch 
supervisor, in addition to his other 
duties, according to Mr. Turnbull's 
announcement. 


New Motor Tool Catalog 


A new catalog of Peerless-Segur 
Motor Repair Shop Tools has just 
been announced by the Electrical 
Service Supplies Company, 17th & 
Cambria Streets, Philadelphia, Pa. 

The catalog contains comprehens- 
ive listings and descriptions of tools 
especially designed for motor repair 
shops including such items as pinion 


pullers, portable floor cranes and 
hoists, armature machines, wire 
tension machines, and coil winding 
machines. 





SALESMEN 


in all states asked to apply, calling 
on dealers to sell “20 DOWN” Air 
Conditioning Systems. This is a 
new low-priced unit; dealers pass 
in advance for three demonstra- 
tors. Must have car, unquestion- 
able references, good personality, 
fast worker. Liberal commissions; 
no advances. Address Manager, 
1026 Kirby Bldg., Dallas, Texas. 
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10 
DUAL RANGE 
CLIP-ON 
AMMETERS 
AVAILABLE 
IMMEDIATELY 
FROM STOCK 


INSTANT AND ACCUR- 
ATE current readings with 
this single hand operated 
instrument — A _ self-con- 
tained current transformer 
and switch are used in this 
instrument resulting in ex- 
ceptionally rapid readings— 
Due to the dual range fea- 
ture an exceedingly large 
number of readings may be 
taken in a few minutes. 


Send for free descriptive literature. 


FERRANTI ELECTRIC, Inc. 


30 Rockefeller Plaza New York, N. Y. 








ea 


ADEQUATE WIRING 
SHOULD HAVE 


ADEQUATE INSULATION 


Porcelain Is The Best Known Insulator. For a safe, 
permanent and economical job the ALL PORCELAIN 
NON GROUNDED SYSTEM can’t be beat 


Write for further details. 


KNOX PORCELAIN CORPORATION 
KNOXVILLE, TENNESSEE 





DINKLER 
Th 


Landmarks of 
Southern Friendliness 


You will find the Dinkler Hotels located 
conveniently on all principal highways 
in the South... in each you will find 

a cordial weleome by a cheerful, 
friendly staff. The rooms are 

large and well ventilated .. . 

each with private bath and 

radio... garage connec- 

tions are convenient 


and popular prices GS , 
<4 
S 


h 20 
prevail in — < 
rooms an 
coffee ws $ os 


shops. s 
hop si Py ay & oe < 
a 


PS 
4 ity RATES 


NO Qe “ng? “ng? rg? Vero? ero? 
x Ogg OO ILLUSTRATED FOLDERS 
SENT UPON REQUEST 


DINKLER HOTELS, 


CARLING DINKLER, President and General Manager 


OPERATING 3000 ROOMS in SOUTHERN HOTELS 





Bitar © hs cod? & 


HOTEL CAR 


CLEVELAND 


Affiliated with American Hotels Corporation «J. Leslie 








86 
Victor Air-Stream Model 


Victor Electric Products, 


makers of the famous Victor No- 
Draft Fans, announce a new high 


velocity ‘‘Air-Stream” model. 


fan has a blade diameter of 20” and 
is designed for outstanding per- 
formance in offices, factories, 


taurants, stores, shops, etc. 


Equipped with a specially de- 
signed triple-blade and a_ super- 
powered Victor motor, this ‘‘Torna- 


bse ‘tap > NOMMONING 
\ TheWahural Me, 


: SWouyiiean wea 


ca RE | 


do’’ model produces a power air cur- 


rent just above “head level.’ 


result is a cooling effect that covers 
a large area without any uncom- 
fortable drafts or blasts. It is avail- 
able in three models—with floor 
standard as illustrated, with short 
pedestal for counter and wall use, 





GALVANIZED PRODUCTS 


Seven Wire 
Steel Strand 


Telephone and 
Telegraph Wire 





@rapo Galvanized Steel 
Strand is quickly, easily 

and economically served. 
Its pure zinc coating is so 
adherent and so ductile that 
it withstands vigorous bend- 
ing and twisting without 
cracking or peeling. This 
insures corrosion-resisting 
joints, longer years of serv- 
ice, lower maintenance costs. 


Crapo Galvanized Seven 
Wire Steel Strand and Tele- 
phone and Telegraph 
Wire are available in all 
standard grades and 
sizes. 


Indiana Steel & Wire Co. 
Muncie, Indiana 
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or as a ceiling unit mounted. 

The new 1938 Victor catalog 
shows the complete Victor line and 
gives complete specifications and 
prices on all Victor fans. 


Bronze Bearing Data 


Bearing users may now secure ad- 
vanced and complete  sleeve-type 
bearing information and data by 
writing the Johnson Bronze Compa- 
ny, New Castle, Pa. A beautiful new 
64-page Johnson Bronze Catalogue 
380 incorporates, under one cover, 
a wide range of information on 
bronze bearings. 

New and simplified catalogue in- 
dexing features facilitate the selec- 
tion of bearing types and sizes. Val- 
uable information on bronze bearing 
alloys, tolerance and iarge range of 
sizes listed progressively make this 
new catalogue indispensable in the 
selection of the correct bearing for 
any application. 


Industry Problems Discussed 
At Florida Meeting 
(Continued from page 66) 


duit Association. 

D. B. Clayton, southeastern com- 
mitteeman of the National Elec- 
trical Contractors’ Association, 
presented an outstanding discus- 
sion of the value to the electrical 
contractor of membership in the 
national association. He took up 
successively the accomplishments 
of the association in the past and 
pointed out what can be accomp- 
lished in the future through in- 
creased cooperation and support. 

“First Aid and Safety” was the 
subject of an address by J. H. Ros- 
coe, Southern Bell Telephone and 
Telegraph Co., Jacksonville. He re- 
viewed the progress made in reduc- 
ing industrial accidents and point- 
ed out present trends. His long 
experience with the telephone com- 
pany, which began nearly forty 
years ago, enabled Mr. Roscoe to 
draw considerably from his per- 
sonal observations. 

Victor H. Tousley, secretary of 
the International Association of 
Electrical Inspectors, Chicago, ad- 
dressed the convention briefly di- 
recting the attention of those pre- 
sent to the code school scheduled 
for the last day of the meeting. 

In discussing the work of 
revising the Code which goes on 
continuously, Mr. Tousley pointed 
out that the representation of the 
N.E.C.A. on the Electrical Com- 
mittee of the National Fire Pro- 
tective Association had been in- 
creased so as to include two mem- 


bers and six alternates. He said 
that more than 135,000 copies of 
the 1937 code had been distributed 
in the first two months following 
its publication. 

The code school, conducted under 
Mr. Tousley’s supervision, was well 
attended by electrical inspectors 
and contractors. In its two half-day 
sessions, it gave the inspectors and 
contractors an opportunity to ob- 
tain first hand information on 
many fine points of the code. 

Many members of the Associa- 
tion expressed sincere regret that 
Harold N. Lang, secretary of the 
Association for many years, found 
it necessary to tender his resigna- 
tion because of the press of per- 
sonal business. Much of the suc- 
cessful work of the Association is 
attributed to his efficient work as 
secretary. The convention voted to 
include an expression of its ap- 
preciation in the minutes of the 
meeting. F. J. McGinnis succeeds 
Mr. Lang. Other officers elected 
were O. V. Scott, president; W. W. 
Ingalls, vice president; and R. C. 
Bigby, treasurer. 

















